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Recovery Adds Push to Industry Spe iding Plans 


Vows More Work 
For Small Firms 


$35.4-billion in 1961 is predicted — 


Defense Secretary 


Washington — Defense Secy. 
McNamara told the Senate Small | 
Business Committee he intends to | 
reverse the downward trend in| 
small business’ share of defense | 
orders by taking what he called) 
“direct action.” This means| 
“personal participation” by him- 
self and the three service secre- 
taries in efforts to channel more 
contracts to small companies. | 

Last month, the White House 
ordered the Defense Dept. to step 
up the volume of prime contract | 
awards to small business by at 
least 10% in fiscal 1962, start- 
ing July 1, over the current rate. 

(Turn to page 37, column 2) | 

| 


New Zinc-Coated Steel | 


Middletown, Ohio—Armco | 
Steel Corp. has developed a new | 
easy-to-paint zinc-coated steel | 
that it says is superior to all pres- | 
ent paintable zinc-coated grades. 

Armco expects the steel to 
have wide applications in the 
automotive, appliance, sign, ar- 
chitectural, heating, and farm 
equipment markets. 

The new material, trade- 

(Turn to page 38, column 5) 


P/W PANORAMA 


@ Screw Machine Products Are Hard to Buy because produc- 
tion facilities and prices vary so much. But the spread on 
pages 32 and 33 will give you a valuable assist, with tips 
suggested by the National Screw Machine Products Assn. 


@ The Risk of Ordering Too Many or Too Few of an item is 
an occupational hazard for P.A.’s. 
goes into this problem in the session on page 26. If you 
haven't tried these award-winning games, give them a whirl. 


@ Don’t Get Trapped into purchasing more than you bar- 
gained for when buying in bulk. That’s the advice given 


in ‘The Law and You’ column 


helpful pointers on the legal aspects of purchasing. 
@ Research and Development, 


P.A., is discussed in ‘Professional Perspective’ on page 22. 
Consultant Joseph W. Nicholson gives some hints on how to 
keep abreast of all the new products and processes. 


Mo of outlays going 
to modernization 


——— 
—— 


... Because sales are ... And the need to 


Sperry Spells It Out for Suppliers: 
Cut Costs and Charge Lower Prices 


Great Neck, N. Y.—Sperry Gyroscope Co. here laid it on the 
line to over 400 suppliers at a procurement get-together last week. 
Company officials told the vendors that they would be expected to 
slash their costs as a preliminary to cutting prices of materials 
supplied to Sperry. 


“No longer can anyone win cont 


racts on the old three dimensional 
basis of creative engineering, 
quality manufacturing, and supe- 
Tior service. Today, the fourth 
requirement—cost—is of even 
greater importance,” said Dr. 
C. A. Frische Sperry president. 
The president stressed the fact 
(Turn to page 37, column 4) 


Electrical Firms Launc 
Counterattack on Prices 


Milwaukee—Four of the elec- 
trical equipment manufacturers 
charged with price-rigging have 
compiled a study designed to 
show that purchasers of the 
equipment were not overcharged 
by them. 

A report on the study re- 
leased by Allis-Chalmers Mfg. 
Co. claims that while there were 
“modest” price increases in this 
type of equipment during the 
years 1954-59, the _ increases 
were “certainly less” than might 
have been expected—considering 
the rising costs of labor and ma- 
terials and the standards set by 
prices of comparably complex 
equipment. 

Participating in the study were 
Allis-Chalmers, Westinghouse 
Electric Corp., General Electric 

(Turn to page 38, column 4) 


L-O-F Glass Combines 
Purchasing and Traffic 


Toledo, Ohio—Libbey-Owens 
-Ford Glass Co. has joined the 
growing number of firms that 
have combined purchasing and 
traffic under one head. The 
Toledo glass maker announced 


MacNichol, III 
rector of purchasing and traffic. 
_ MacNichol, who has worked 
in technical, general manage- 
ment and top-level staff positions 
sponsibilities for coordinating 
|tation. He will become a mem- 
(Turn to page 38, column 2) 


‘School for Strategists’ 


on page 24, along with other 


as seen by the governmental 


MacNICHOL: Heed of combined 
purchasing und traffic at L-O-F. 


ee BS 
bageetah iy 


with continuing high levels into 1964, °xPected to rise steadily. modernize is acute today. reserves have been piling up. 


the appointment of George P. | 
as general di-| 


at L-O-F, will have over-all re- | 


purchasing, traffic and transpor- | 


ndex 1960=100 


..- Moreover, depreciation 


urlington Railroad P.A. 
Urges Suppliers to Fight 


Three Pending Rate Bills 


Chicago—The purchasing di- 
rector of Burlington Lines fired 
an opening volley of a battle 
about to erupt in Congress over 
the ground rules which govern 
competitive rate-making between 
railroads, trucks and barges. 

In a letter to 6,000 railroad 
suppliers, Burlington Director of 
Purchases H. V. Schiltz charged 
that three pending bills could 


chasing power” among railroads 
through less traffic and lower 
earnings. 


'levels and less than 


| Modernization 


|As of December, 


|ating only at about 77% 


Latest Survey Shows 
Expenditures Will Top 
$35-Billion in 1961 


New York — Spurred by ex- 
pections of higher sales, a need 
to cut costs, and the promise of 
liberalized depreciation allow- 
ances, industry plans to invest a 
whopping $35.35-billion in. new 
plant and equipment this year. 
That’s some 9% above 1959 
1% under 
last year’s peak. 

This rosy investment figure 
highlights McGraw-Hill’s 14th 
annual survey of capital spending 
intentions. Here in a nutshell is 
what businessmen see over the 
next few years: 

@More Modernization—The 
lion’s share of plant and equip- 
ment outlays will be going for 
modernization—not for expan- 
sion. Thus, in 1961, 70¢ out of 
every capital spending dollar is 


‘targeted for this purpose—the 


highest ever reported and well 
above the 63¢ figure of only two 
years ago (1959). 
@Accent on 
is 
purchases toward 
rather than new plants. 
manufacturing — sector, 


Machinery— 
channelling 
machinery 

In the 
for ex- 


‘ample, 82¢ out of every capital 
spending dollar will be used to 
/purchase machinery. Last year 
the comparable figure was 78¢. 
bring about a “reduction of pur- | 


@ Higher Operating Rates— 
1960, man- 
ufacturing companies were , 
o 


“I would like to make this | capacity—well below their per- 


personal appeal to you,” Schiltz 
told the suppliers, “to take an 


ferred rate of 94%. But this gap 


is expected to narrow as sales 


active part in defeating these| pick up and obsolete facilities 


three bills.” 

Two of the bills would re- 
write the ratemaking rule of the 
Transportation Act of 1958. 

(Turn to page 4, column 3) 


This Week's 


are scrapped. 
@Slowly Rising Capacity— 
Manufacturers plan to increase 


| their capacity at a rate of slightly 


(Turn to page 38, column 1) 


kK 
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or product-conscious purchasing executives, the most 
significant finding in the latest McGraw-Hill survey of 


capital expenditures planning (see story above) is the firm deter- 
mination of industry in the United States to increase the flow of 


new products. 


Manufacturers indicate clearly that they expect new products 
to contribute significantly to a 20% increase in sales by 1964. 
And it’s safe to assume that in manufacturing industries as a 
whole, 14% of the products offered for sale three years from now 
will be products not made in 1960 or products sufficiently changed 


to be considered new. 
e 


Where will these products come from? Mainly from intensified 
research and development programs already scheduled. This year 
industrial-sponsored R&D programs will entail expenditures of 


$10.5-billion, 7% over 1960. 


Industrial planners already are 


scheduling research spending at $11.7-billion in 1964, but this 
is only a preliminary figure that could be boosted by pressure to 
(Turn to page 26, column 2) 
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Latest Week Year 
Week Ago Ago 


te 939 936 


95 


Purchasing Week Industrial Materials Price Barometer 


Higher Rubber, Copper Scrap, Hides, Tin Tags 


90 


Overcome Cuts in Burlap, Steel Scrap, Tallow 


This index, based on 17 basic materials, wes especially 
designed by the McGraw-Hill Department af Economics. 


A 


Year ago 


(Based on 17 Basic 
Materials) 


January 1957-100 


1957 
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This Week's Commodity Prices 


Apr. 26 Apr. 19 Year % Yrly 


METALS 

Pig iron, Bessemer Pitts., gross ton................. 
Deere, DUES, WRIT, BPUEO OO... cs. cc ccvcecccccne 
ee es pp agiawsaence ese es 
Senen, Strmctiral Ghapes, Pits., CWE... 0. cccccesscces 
Steel, structural shapes, Los Angeles, cwt............ 
eM, cece nerves setneve 
RE 
rr CO, AE soso rss ek se stesensenss 


REESE CELT CPOE OTER UOT OTE 
Secondary aluminum, #380 Ib........cccccccccece 
Copper, electrolytic, wire bars, refinery, Ib........... 
i es ccas be dvd Ob Odes ROR ee 


ES er ear 
Nickel, electrolytic, producers, Ib. .............200. 
Tin, Straits, N.Y., Ib 
Zinc, Prime West, East St. Louis, Ib................ 


FUELS{ 

Fuel oil #6 or Bunker C, Gulf, bbl................. 
Fuel oil #6 or Bunker C, N.Y., barge, bbl........... 
Heavy fuel, PS 400, Los Angeles, rack, bbl.......... 
Lp-Gas, Propane, Okla., tank cars, gal. (net price)... . 


Gasoline, 92 oct. reg., Chicago, tank car, gal......... 
Gasoline, 84 oct, reg., Los Angeles, rack, gal......... 
merossme, Gulf, Cargoes, gal... ..... 2. ccccccccccce 
Heating oil #2, Chicago, bulk, gal................. 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton........ 
Benzene, petroleum, tanks, Houston, gal............. 
Caustic soda, 76% solid, drums, carlots, cwt......... 
Coconut oil, inedible, crude, tanks, N.Y. Ib.......... 
Roepe, Wyman, TOGO, TD... ccc ccc ccccccccs 


Linseed oil, raw, in drums, carlots, Ib............... 
Deemee Gmmyarice, tOMES, TD... . 2... cccccccs 
Polyethylene resin, high pressure molding, carlots, Ib. . 
penveevceme, crystal, cariots, Ib... ......cccccccccccs 
Rosin, W.G. grade, carlots, fob N.Y. cwt............ 
OE osu so bes oe cebaesavcescees 


soda ash, 58%, light, carlots, cwt............c.c000. 
my, COUR, WU, BOM GOR. . ow ccc ccc ccvcccess 
Sulfuric acid, 66° commercial, tanks, ton............ 
Tallow, inedible, fancy, tank cars, N.Y. Ib........... 
Titanium dioxide, anatase, reg. carlots, Ib............ 


PAPER 


IE fa i haat Pate hia yin Ww od a5 +9 10% 
Chipboard, del. N.Y., carlots, ton.................. 
Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 


BUILDING MATERIALSt{ 

Cement, Portland, bulk carlots, fob New Orleans, bbl. . 
Cement, Portland, bulk carlots, fob N.Y., bbl......... 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm.... 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm.... . 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm......... 
Fir plywood, %4” AD, 4x8, dealer, crid, fob mill, msf. . 


TEXTILES 

ee, GO PEW cas cece cwbacvedccas 
ESS tS ee 
Printcloth, 39”, 80x80, N.Y., spot, yd............... 
Rayon twill, 4012”, 92x62, N.Y., yd................ 
Cotton drill, 1.85, 59”, 68x40, N. Y., yd............. 
Ds g S55 avis web 4 06064446 6 0600 cee 


HIDES AND RUBBER 
Hides, cow, light native, packers, Chicago, Ib......... 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib 
+ Source: Petroleum Week 
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67.00 
66.00 
80.00 

5.50 


325 


+ Source: Engineering News-Record 
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94.50 


17.75 


25.20 
100.00 
9.50 
6.60 


Ago Change 
67.00 0 
66.00 0 
80.00 0 
5.50 0 
6.20 0 
5.985 + .l 
5.675 0 
5.30 0 
.26 0 
25 —12.4 
.326 —12.3 
506 — 49 
12 — 83 
.74 0 
.992 + 9.1 
13 —11.5 
2.10 + 4.8 
2.47 + 6.1 
2.15 — 2.3 
.035 0 
116 — 0.9 
.108 — 4.6 
.09 6.7 
.088 + 5.7 
90.50 + 4.4 
34 0 
4.80 0 
.165 —20.6 
.293 — 6.8 
.166 + .6 
.165 +18.2 
325 —15.4 
215 —16.3 
14.00 + 7.1 
31 0 
1.35 0 
23.50 0 
22.35 0 
.063 +28.6 
aaa 0 
17.75 0 
25.20 0 
100.00 0 
9.25 + 2.7 
6.30 + 4.8 
3.65 0 
4.18 + § 
124.00 — 6.5 
139.00 — 8.6 
88.00 — 1.1 
64.00 +12.5 
117 +19.7 
341 — & 
.205 —14.6 
.235 —14.9 
.40 —16.2 
1.460 + 9.6 
.195 — 1.5 
.405 —19.8 
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READING BETWEEN THE LINES—Management decision to raise 
capital spending sights should remove any remaining doubts about recovery. 

The fact is that every such boost in the past decade has been accompanied 
by a rising business curve. This is not surprising, because top executives 
usually get the “feel” of an upturn well before production and sales start 
turning up. 

Conversely, every time plans are cut back (as they were in 1960), it’s a 
pretty good sign that a recession is in the works. 

First estimates by businessmen for 1961 (as reported by McGraw-Hill’s 
October 1960 survey) were for a total of $35.07-billion for new plant and 
equipment. Now they’ve upped that estimate to $35.35-billion. 

And it could go even higher, for the year is still young. That’s precisely 
what happened during the 1959 upturn, when early-in-the-year estimates 
turned out to be 2%-3% shy of the final mark. 

The picture beyond 1961 is also bright—with the survey noting that 
spending plans in 1962-1964 are already almost as high as in the current 
year. 

McGraw-Hill economists think this is a pretty good indication of further 
increases. That’s because these early plans are usually incomplete—and 
generally turn out much higher as the actual year approaches. 


° * . 

DEMAND AND PRICE will both feel the effects of the improving capital 
spending outlook. 

There'll be a quick and direct effect on equipment purchases. More busi- 
ness spending, with the growing accent on machinery, should push 1961 
equipment volume up about 2%-3% above last year’s level. 

But this average doesn’t tell the whole story. Some key lines are sched- 
uled for much bigger increases in 1961. Automobile tooling, for example, 
will be up a whopping 35%, and machinery purchases by other transporta- 
tion manufacturers should rise about 13%. 

Another point to consider: Most of the increase will be crowded into 
the latter part of the year, for sales up to date have generally lagged behind 
year-ago levels. Result: Some business economists see second half machinery 
volume running 5%-10% ahead of 1960. 

All this is bound to have an effect on prices. First, the unofficial dis- 
counting (so prevalent in many lines during 1960) will be drying up. 

The pickup in machinery demand also will tend to increase the chances 
of spotty boosts in list prices. Many machinery producers have been waiting 
a long time to pass along increased labor, transportation and other costs— 
and a good second half 1961 may be just the excuse they need. 

e e o 

REPERCUSSIONS from the pickup in plant and equipment spending also 
can be expected in other areas. 

That’s because any increase in capital spending usually has what economists 
like to call a “multiplier effect.” For example, a 5% increase for machinery 
purchases, other things being equal, generally means a much greater increase 
in over-all industrial demand. 

Here’s how it works: Increased demand for machinery means increased 
employment in capital goods industries. These newly-hired people—often 
fresh from the unemployment rolls—are more likely prospects for “big 
ticket” items such as cars and washing machines. This, in turn, increases 
employment and income in consumer goods industries. 

In other words, all industries—both consumer and capital goods—gain 
from an increase in business spending. That's in contrast to an increase in 
consumer spending which often has no effect at all in other areas of the 
economy—particularly during periods of overcapacity such as the country is 
now experiencing. 
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Price Increase in 


New York—Price rises as high 
as 10¢ lb. are being posted on 
the whole line of cadmium salts 
and pigments. 

The increases were not unex- 
pected (see PW, April 10,60, 
p. 2). They followed a 10¢/Ib. 
boost by producers in the price 
of cadmium metal. 


Biggest Increases on Ball Anodes 

The biggest increases are be- 
ing placed on cadmium ball an- 
odes. These items, which are 


e . 
Cadmium Metal . Shell Chemical Reduces 
THIS WEEK’S SCRAP PRICES London Pol T 
S ‘ di Hik . S t ondon Polystyrene fags 
purs orrespon ing ixe in alts Apr. Apr. Year % Yrly London—Shell Chemical Co., 
26 19 Ago Change Ltd., cut the price of its basic 
7¢ Ib. are — being posted on Steel, #1 hv, divd Pitt, ton ee 35.00 35.00 35.00 0 grade of polystyrene from about 
cadmium pigments, which go Steel, #1 hv, divd Clev, ton............. 33.50 34.00 3300 + 15 25¢/lb. to about 21¢/Ib. 
into plastics, high temperature Steel, #1 hv, divd Chic, ton. ............ 36.00 38.00 32.00 +12.5 Similar reductions had been 
enamels, and automotive finishes. Copper, #1 wire, dir buy, fob NY, lb 240 8.2330 «6.230 + 43 ade viously by Distill 
Col affected ; -d. vellow Copper (hv) & wire mix, dir buy, fob NY, Ib. .225 218 205 + 98 mac © previoussy y sti nari 
olors affected are red, yellow, Brass, light, dir buy, fob NY, Ib. bee a 105 +19.0 Co., Ltd., and Monsanto Chemi- 
and orange. As of mid-May, tags Brass, hv yellow mix, dir buy, fob NY, Ib. . 125 «12 ‘WS + 87 cals, Ltd. 
on chemically pure colors will be Alum (cast), mixed, dir buy, fob NY, Ib... 10 10 M0 — 91 At the s: +me 
) sam , Shell intro- 
advanced 7¢/lb. Mercury and Alum (sheet), old clean, dir buy, fob NY, Ib. .095 095 110 —13.6 " . . 2 " “ © ase, She > 
duced a new price pattern for its 
lemide tynes are echeduled to Zinc, old, dir buy, fob NY, Ib..... 035 035 045 —222 ced a new price patte 
selemide types are scneduled i Lead, soft or hard, dir buy, fob NY, LB 07 07 083 —157 toughened grades of polystyrene. 
go up some 3¢/Ib. at that time. Rubber, mix auto tires, divd Akron, ton... 11.00 11.00 12.50 —12.0 The TGM grade was pegged at 
Other salts affected by the gen- Rubber, synth butyl tubes, East, divd ton. 600 575 825 —273 26¢/Ib., the TG grade at 25¢/ib., 
‘ral increases include: cadmium Paper, old corrug box, dir, Chic, ton 16.00 16.00 18.00 WA ina oe ~ 2 ie , 
rind va e me include: cadmi ena, 2) seek, Ob WE, ton 7 ty ae and the TGH grade at 24¢/Ib. 
chloride, cadmium nitrate, anc Polyethylene, clear, dir, NY, LB e: 07 065 11 —364 Previously, all three grades had 
cadmium fluoborate. been priced at 33¢/lb. 


used in plating, go up to $1.60 Ib. 
in lots of 5,000 Ib. or more. 
Cadmium sulfate, a_ widely 
used grade of salt, is up 80¢ ‘Ib. 
for any quantity. 
Increases ranging from 3¢ to 


Price Briefs 


Refractory Brick—Prices on 
two types of refractory brick 
have been reduced 5% or $7 
thous. by the Harbison-Walker 
Refractories. Declines—spurred 
by industry price cutting—apply 
to high-duty and semi-silica 
brick in 9 in. sizes. 


Rectifiers — Silicon rectifiers 
have been decreased 5% by 
General Electric. Reason: Re- 
cent price reductions on silicon 
diodes used in the units. 


Transformers — An increase 
of 5% has been announced by 
General Electric on transformers 
for electronic tube rectifiers. 


Reason: Higher manufacturing 
costs which stem from lower 
over-all demand. 

Kennametal — Reductions as 


much as 20% on tungsten car- 
bide metal-cutting inserts, stand- 
ard blanks, and other molded 
items have been announced by 
Kennametal, Inc. Prices of the 
company’s new  Dial-a-Breaker 
tool holders with adjustable chip 
‘reakers have also been lowered 
is much as $6 per holder. 


Steel scrap—Mill resistance 
continues to chip away at scrap 
tags. The key No. | heavy melt- 
ing grade, Pittsburgh, for exam- 
ple, is now running some 7% be- 
low early April highs. 


(For further late price changes see 
page 37) 


Foreign Commerce Guide 
Published in New Edition 


Washington—The U. S. Cham- 
ber of Commerce has issued a 
new edition of its “Guide to For- 
eign Information Sources.” The 
26-page booklet lists foreign 
countries with embassies or le- 
gations in Washington; other for- 
eign government offices in the 
U. S. (such as travel or trade 
bureaus) and names and addres- 
ses of private, nonprofit organi- 
zations that try to promote 
business relations between the 
U. S. and foreign countries. 

Copies can be obtained for 
25¢ each from the Chamber's 
Foreign Commerce Dept., 1615 
H. St., N.W.. Washington 6, 
D.C, 
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makes True Temper Rockets 


your best hammer values 


The head of every Rocket hammer is locked on by a patented True 
Temper process. It just won’t fly off or loosen in use. Withstands 
5-ton pull-out tests. This makes the Rocket a longer lasting tool, 
and safer . 


. important considerations in any industrial purchase. 


Workmen prefer using this precisely 
balanced tool. Striking power is con- 
centrated in the forged-steel head. The 
tubular-steel handle and cushion grip 
absorb impact shocks, reduce fatigue. 


To save money on hammers (and hammering) choose 
True Temper Rockets. 8 to 32-o0z. ball peins, 13 to 20-oz. 
nail hammers are the favorites of professionals. Also a 
complete line of True Temper hickory-handle hammers. 


True Temper tools are designed to do more, so workers 
can get more done. Send for free catalog, ‘Tools for In- 


Rocket head is tempered for hardness 
of face and strength of eye section. (On 
nail hammers the claws are so tough 
and precise they'll pull a headless nail.) 
Tubular-steel handle is strongest made. 


Comfortable cushion grip won’t slip, 
wet or dry or in gloved hand. Won’t 
turn or loosen, either; it’s bonded to 
the handle by hot-vulcanizing process. 
A Rocket feels like it’s gripping back. 


dustry”. True Temper, 1623 Euclid Ave., Cleveland 15, O. 
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THE RIGHT TOOL FOR THE RIGHT JOB 


This Week’s 


Washington 
Perspective 


An office of Automation and Manpower has been created by 
the Kennedy Administration. Labor Secy. Arthur Goldberg, 
who established the agency in his department, says the chief task 
is to study the manpower displacement caused by technological 
advances and to find cures for the resulting unemployment. 


MAY 1-7 


Goldberg has some harsh words for both management and 
labor practices in dealing with automation. “If management 
must automate, and I believe it must, then it must also assume a 
larger role than it has in the past to ease the transition for human 
beings. Management has got to stop automatically resisting pro- 
posals to ease the human burden of automation (and) labor must 
meet management halfway. It must abandon restrictive prac- 
tices.” 

. * . 

Sen. Estes Kefauver (D-Tenn.) is getting around this week to 
the top-echelon electrical manufacturers he has wanted to quiz 
all along. Everything that went before was more or less a buildup 
for the main event—putting the spotlight on the men who con- 
tend they know nothing about price-fixing in the electrical equip- 
ment industry. 


Kefauver is trying to prove that, contrary to their denials, 
these men not only knew what was going on but actually fostered 
both price-fixing and the allocation of markets. The Philadelphia 
court case reached as high as vice presidents of some of the 29 
companies involved. Indictments did not name presidents or 
board chairmen. 


Last week, Kefauver concentrated on the giant in the business, 
General Electric Co. He paraded before the Senate Antitrust 
and Monopoly Subcommittee a group of former GE department 
general managers, a former division vice president and at least 
one current vice president. In many cases the message was the 
same: Orders came from immediately up the ladder to meet with 
competitors and “stabilize prices.” 

GE Chairman Ralph J. Cordiner denies all allegations. He 
says “It is an outrage to suggest that I in any way knew of, or 
condoned, violation of the antitrust laws.” He says he wants to 
testify to “answer any allegations, no matter how remote or 
secondhand they may be.” Cordiner undoubtedly will get his 
chance. Kefauver will hear from recently retired GE President 
Robert Paxton this week. 

7 e a 

A thorough survey of price statistics released by the govern- 

ment is being conducted this week. 


Week-long hearings on the subject are planned by the Eco- 
nomics Statistics Subcommittee of the Congressional Joint Eco- 
nomic Committee. The group is headed by Sen. William Proxmire 
(D-Wis.). 

There has been considerable criticism that government sta- 
tistics often are so late as to be virtually meaningless. 

* * . 

Proposed user-charge increase on trucks and airlines to help 
pay for highways and airports may lead to higher freight rates. 

Many motor and air carriers insist that they will be unable 
to absorb the added tax burden on current rates. 


Aside from increased charges on trucks (see story this page), 
President Kennedy has asked Congress to impose a 2¢/gal. tax 
on jet fuel, now untaxed. Though no decision has been reached, 
Kennedy also reportedly is toying with the idea of seeking a user 
charge on barge lines to help recoup federal spending on water- 
ways. 


Steel ingot, thous tons 1,784 1,748 2,238 
Autos, units 132,937 121,497* 153,852 
Trucks, units 25,743 25,087* 27,853 
Crude runs, thous bbl, daily aver 7,765 7,789 7,967 
Distillate fuel oil, thous bbl 11,217 11,487 12,678 
Residual fuel oil, thous bbl 5,980 5,581 6,164 
Gasoline, thous bbl 26,963 27,994 28,246 
Petroleum refineries operating rate, % 78.3 78.5 81.6 
Container board, tons 158,723 158,736 150,895 
Boxboard, tons 102,868 99,007 89,111 
Paper operating rate, % 93.8 88.9* 97.2 
Lumber, thous of board ft 221,882 218,881 258,425 
Bituminous coal, daily aver thous tons 1,165 1,100* 1,480 
Electric power, million kilowatt hours 14,311 14,434 13,213 
Eng const awards, mil $ Eng News-Rec 555.0 457.5 493.1 
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Highway Tax Plan Eased for Truckers, Shippers 


Washington—The House Ways 
and Means Committee came up 
with a formula for financing in- 
terstate highways that brought a 
sigh of relief from truckers and 
shippers alike. 

The threat of a 7¢/gal. hike 
in diesel fuel taxes and a $3.50 
hike in the annual tax on heavy 
trucks were both removed in the 
pay-as-you-go formula for high- 
way financing worked out last 
week. 

The measure calls for a con- 
tinuation of the present 4¢ per 
gallon diesel fuel tax, which 
under the old law had been 
scheduled to drop to 3¢ on July 
1. Kennedy had wanted this tax 
(paid mostly by truck operators) 
increased to 7¢. 

The annual tax on trucks over 
26,000 Ib. was increased to $3 
from the present $1.50, still far 
short of the $5 asked by the 
President. 

Other provisions of the com- 
mittee bill would: 

@Continue the tax on gaso- 
line at 4¢/gal. through Sept. 30, 
1972, as requested by the Presi- 
dent. Under existing law, this 
would drop to 3¢ July 1. 

®@ Raise to 10¢/Ib. the present 
8¢ tax on tires and 9¢ tax on 
inner tubes. These are the same 
increases sought by Kennedy. 

@ Increase from 3¢ to S¢/ 
lb. the tax on tread rubber used 
in recapping tires. Kennedy had 
wanted this jumped to 10¢/Ib. 

@ Divert from the Treasury’s 
general fund into the highway 
trust fund a portion of the manu- 
facturer’s excise tax on new 
trucks, buses and trailers. At 
present, half this tax goes toward 
highway financing. Under the 
committee bill, all of it would. 

Shippers, braced for rate hikes 
threatened by trucking firms if 
the Administration’s proposals 
were adopted in the truck and 
fuel tax area, were able to relax 
somewhat. 

The President had wanted to 
put the whole burden of new 
financing on motorists and 
truckers, with the sharpest tax 


increases falling on the big 
commercial truck-trailer com- 
binations. He cited a massive 


study by the Bureau of Public 
roads showing that big trucks 


ICC Asked to Suspend 
Certain Piggyback Rates 


Washington—Two motor car- 
rier groups have asked the Inter- 
state Commerce Commission to 
suspend railroad proposals to 
lower piggyback rates on glass 
bottles and jars moving between 
St. Louis and New Orleans, effec- 
tive May 2. 

The Central and Southern 
Motor Freight Tariff Assns. said 
the new rates, which would un- 
dercut truck rates, would not be 
compensatory. 

The rates would apply to Plan 
II piggyback service, under which 


the railroads haul their own 
trailers, dealing directly with 


shippers and providing their own 
pickup and delivery service. 

At present, the piggyback rate 
is $1.05/100 Ib. on a 32,000- 
pound minimum, the same as the 
truck rate. But the rail lines pro- 
pose to cut this to 90¢ on a 
30,000-Ib. minimum and to re- 
move a requirement that two 
loaded trailers be moved in the 
piggyback service. 
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are not paying their fair share 
of highway costs. 

The committee agreed that 
motorists, through gasoline tax 
payments, ought to maintain their 
present level of contributions to 
the highway program. But it 
took exception to the President's 
proposal to increase the truck- 
ers’ share so sharply and cut in 
half the amount of new revenue 
the Administration wanted to 
take from the truckers. 

The committee limited the 
drain on the Treasury, however, 
to about $150-million a year, and 
the Administration has decided 
not to make a fight on the issue. 


Many members of both the com- 
mittee and Congress feel that be- 
cause the public at large benefits 
from highways, and not just those 
who drive on them, at least a 
portion of the cost for improved 
highways should be paid out of 
the general treasury. 

The committee measure would 
provide the extra $9.7-billion. 
Kennedy seeks to keep construc- 
tion of the 41,000-mile national 
system on schedule and on a 
pay-as-you-go basis. The 16-year, 
$41-billion program, 90% of 
which is paid for by the federal 
government, is to be completed 
in 1972. 


(Continued from page 1) 
The third bill is aimed at selec- 
tive rate cutting by railroads. 
The Senate Commerce Com- 
mittee will hold hearings May 11 
and 12 on the upper chamber’s 
bill to revise rate-making. 

Truck and _ barge interests 
claim that the present rule, as 
interpreted by the ICC, has per- 
mitted railroads to go on a “de- 
structive rate-cutting binge.” 

The rule now provides that the 
rates of one mode of transporta- 
tion shall not be held up to a 
particular level to protect the 
traffic of any other mode. At the 
same time, the ICC is admon- 
ished, in passing on the reason- 
ableness of competitive rates, to 
give “due consideration to the 
objectives of the National Trans- 
portation Policy.” This policy 
directs the commission to foster 
a sound transportation system. 

Designed to Help R.R.’s 

The 1958 act was designed 
largely to give the railroads 
greater freedom in rate-making. 
Concerned over their shrinking 
proportion of the nation’s freight 
traffic, Congress responded—in 
part at least—to their plea that 
the “umbrella principle” of rate- 
making be ditched. The rail- 
roads argued that for years they 
had been up against a govern- 
ment regulatory _ philosophy, 
stemming from the days when 
they were the dominant carriers, 
which barred freight rate re- 
ductions that threatened to take 
traffic from competing carriers. 

The 1958 act largely reversed 
this, and the railroads immedi- 
ately launched a concerted cam- 
paign of incentive and selective 
rate cuts—-with ICC approval in 
most cases. 


Schiltz’s letter in behalf of 
the Burlington exemplifies the 
groundswell of protest from 


truck and barge lines that the 
railroads were given too much 
freedom and that the ICC has 
been ignoring the qualifying 
phrase of the rate-making rule— 
namely, that rate-cutting shall 
not become destructive to the 
soundness of the over-all na- 
tional transportation system. 

Responding to these protests, 
five members of the Senate Com- 
merce Committee introduced a 
bill which would revise the 
present rate-making rule by di- 
recting the ICC not to approve 
rate reductions that would divert 
so much traffic from a carrier as 
to have a destructive effect upon 
that carrier. 


The commission, in consider- 


Schiltz Urges Railroad Suppliers 
To Fight Three Pending Rate Bills 


ing such reductions, would have 
to consider “the competitive 
necessity of the rate, its effect 
upon a lawful rate structure of 
adjustment, and its tendency, if 
any, to cast an unjust burden 
upon other traffic.” 

A companion bill to the Senate 
measure has been introduced in 
the House by Rep. Morgan 
Moulder of Missouri. 

The third bill introduced by 
Sen. Ralph Yarborough (D-Tex.) 
is aimed at selective rate-cutting 
by railroads. It would require a 
common carrier petitioning the 
ICC for a lower rate in one geo- 
graphical area “to make avail- 
able equal rate reductions over 
its whole system, when the re- 
quested rate is lower than neces- 
sary tO meet competition from 
other forms of transportation.” 


House Subcommittee Set 
To Okay Dual System of 
Ocean Shipping Charges 


Washington—A House Mer- 
chant Marine subcommittee is 
expected to reach agreement this 
week on a bill to legalize the dual 
rate system in ocean shipping. 
But whether the controversial 
measure ever gets final approval 
from Congress is highly uncer- 
tain. 

Lengthy hearings which ended 
last week found carriers, ship- 
pers, the Justice and State Depts., 
and the Federal Maritime Board 
taking divergent views on the bill 
sponsored by Rep. Herbert C. 
Bonner. 

The legislation is intended to 
replace an interim law expiring 
June 30 which authorized dual 
rates on a limited basis. The 
measure would allow shippers 
who channel all their freight via 
conference line vessels lower 
tariffs than those charged ship- 
pers who are not parties to such 
a pact. Dual rates are a device 
for resisting the competition of 
indepedent or non-coriference 
vessels. 

Shippers, because of strong 
safeguards of their interests in 
the Bonner bill, have generally 
supported it. Carriers, however, 
have called it too stringent on 
conference operations because 
dual rates could be approved by 
the Federal Maritime Board only 
if contracts comply with nine 
strict requirements. 

The Justice Dept. opposes dual 
rates as coercive and a device 
for providing favorable treatment 


to certain shippers. 
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PURCHASING AGENTS... 


how much 1s 
a pound of 


time worth? 


Risen 


| savings. Emery Air 
Freight gives same day or 
overnight delivery any- 
where in the United 
States. Emery now enables 
you to go far and wide for new sup- 
pliers, to shop for the best at minimum 
cost. Plan now to take advantage of the 
speed and reliability of Emery Air Freight by 
specifying “Ship Emery Air” on your purchase 
orders. To find out how much faster Emery can deliver 
your purchase order from anywhere in the country call 
your local Emery man, or write... 


Zi <> 
EMERY A/IR FREIGHT 


801 Second Avenue, New York 17, New York Offices in all principal cities. 


Agriculture Dept. to Sell Surplus Corn 
For Acetone, Butanol, Ethanol Output 


days’ notice by either the con- 


Washington—The Agriculture 
Dept. has decided to sell a 
limited amount of surplus corn 
for acetone, butanol and ethanol 
production to processors who last 
year used molasses or grain as a 
raw product. 

It estimated that less than 15- 
million bushels of corn would be 
involved. 

The corn will be sold over the 
period of a year on a negotiated 
price basis, with provisions for 
cancellation of contract on 30 


tractor or the department. The 
contracts will contain a renego- 
tiation clause to prevent ex- 
cessive profits, and will prohibit 
processors from using molasses 
for making the products during 
the period of the program. 

The department’s decision fol- 
lowed informal proposals by 
Publicker Industries, Inc., for 
the purchase of surplus corn as 
a substitute for Cuban molasses 
in alcohol production. 


San Francisco—The Calli- 
fornia Public Utilities Commis- 
sion opened hearings on the use 
of rubber and plastic “collapsi- 
ble” containers for motor Carrier 
transportation of petroleum pro- 
ducts and other flammable chem- 
icals and liquids. 

Two principal 
during the first two days of testi- 
mony before the PUC: 

@Should a motor vehicle 
carrying a collapsible container 
be classified as a tank truck? If 
it is so classified, commodities 


issues arose 


transported in collapsible con- 


| Hearings Open on Collapsible Container Use| 


tainers would be exempted from 
tariff regulations. 

@ Is it safe to carry flammable 
liquids in collapsible containers? 

Under present PUC rules, 
liquids, compressed gases, com- 
modities in semi-plastic form and 
commodities in suspension in 
liquid or bulk, in tank trucks, 
tank trailers, tank semitrailers or 
a combination, are exempted 
from tariff regulations. 

A PUC staff member recom- 
mended at the hearings that a 
paragraph be added to this ex- 
emption defining a tank truck, 


FOI 
SHEERS 
SIMIEAIR 


STRENGTH 
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Hydraulic Pressure tests on Bridgeport Brass Company’s patented cladding system show perfect 
no-leak bonds over 3000 psi. 


...Bridgeport Brass Uses EASY-FLO 45 to Bond Their Clad Metals 


ding of carbon steel to as many different metals 


The “thick and thin” of cladding—from .010 to 


234” in a combination of ferrous and non 
ferrous metals—calls for a bonding agent that 
will hold under the most severe forming and 
service operations. The answer, in every respect, 
is Handy and Harman’s silver brazing alloy, 


EASY-FLO 45. 


The uses to which these clad metals are put 


range from the kitchen to power plants, refin- 

eries, chemical and food-processing installations. Famous 
Bridgeport Copperware, used by housewives throughout the 
coufitry, is made from a triple-clad metal consisting of a sand- 
wich of two sheets of .010 stainless steel bonded to both sides 
of a sheet of .025 copper. The metals are joined in Bridge- 
port’s patented process at finish gauge. So strong is the bond 
that no difficulty is encountered in the forming operations 


which follow. 


Tube sheets, though their uses are far from “domestic,” re- 
quire the same “bondability.” Tests at Bridgeport show that 
shear strength exceeds 20,000 psi. And this involves the clad- 


- 


as stainless, brass, Monel and copper. 

The primary need here, of course, is strength. 
EASY-FLO 45 has other attributes that are 
more than welcome under any metals-joining 
conditions: thermal and electrical conductivity, 
gas- and liquid-tightness, ductility, ease of ap- 
plication and economy are some more that we’d 


like you to know more about. We are ready in- 

deed to further acquaint you with the significant benefits of 

silver alloy brazing by sending you our Bulletin 20, which is 

aclear and comprehensive introduction to one of the simplest, 

saving metals-joining methods in existence. Handy & Har- 
man, 850 Third Ave., New York 22, N. Y. 


Your No. 1 Source of Supply and Authority on Brazing Alloys 


i | 


HANDY & HARMAN 


General Offices: 850 Third Ave., New York 22, N. Y. 
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semitrailer 
permanently 


tank trailer or tank 
as one having a 
affixed tank. This would mean 
that use of a collapsible con- 
tainer would not make a motor 
vehicle into a tank truck, and that 
commodities carried in such a 
container would not be exempt 
from minimum rates. 

The PUC also made—but did 
not recommend—an alternate 
suggestion. This would define a 
tank truck as consisting in part 
of a tank in which commodities 
are carried in bulk in one or 
more containers having an indi- 
vidual bulk capacity per con- 
tainer of 450 gal. or more. 
Before adjourning the hear- 
ings until May 12, the PUC said 
it would refrain from making 
specific recommendations on the 
problem of definition until car- 
riers, 


shippers and other in- 
terested parties have had an 
opportunity to develop more 


facts and experience. 

On the question of 
PUC engineers reported 
the collapsible containers are 
not flame resistant and are a 
hazard if loaded with very hot 
fluids. To guard against this, 
the engineers recommended eight 


safety, 
that 


additions to the PUC’s safety 
regulations. Among the recom- 
mendations: 


®@ Collapsible tanks should be 
inspected and retested at least 
once a year by a certified agent 
of the manufacturer and should 
not be returned to service until 
they have filled specification re- 
quirements of the manufacturer. 

@ All liquid ladings should be 
transported only at ambient 
temperatures, unless the collaps- 
ible container is marked, indicat- 
ing that it has been made spe- 
cifically to carry liquids at ele- 
vated temperatures. 

@ Transportation in collapsible 
containers of flammable liquids 
with a flash point below 200 F 
(closed cup test) and a vapor 
pressure not exceeding 40 at 100 
F is prohibited without prior 
approval. 


Eaton Agrees to Keep 
Reliance Div. in Ohio 


Massillon, Ohio—Members of 
two union locals at Eaton Mfg. 
Co.’s Reliance Div. agreed to 
accept a 16¢/hr. pay cut to avert 
for at least a year the moving of 
the division to a new plant in 
Roxboro, N. C. 

Agreement was reached on a 
new proposal by the Allied In- 
dustrial Workers Union which 
changed the pay cut from wages 
in fringe benefits. Paid holidays 
were cut from seven and a half to 
three, vacations were slashed in 
half, and a 4% adjustment in cost 
of living allowances was made. 
Changes in work rules asked by 
the company were also agreed to. 


Settlement Bid Refused 


San Francisco—General Elec- 
tric Co. has declined a request by 
San Francisco officials to make a 
cash offer to settle alleged over- 
charging in electrical equipment 
sales since 1956. GE officials 
claimed, instead, that the city was 
able to purchase heavy equipment 
for its Hetch Hetchy hydroelec- 
tric power project at prices rang- 


ing to 40% below book value. 


May 1, 1961 


ee ee ee ee 


Columbus P.A.s 
Entertain Touring 
Foreign Students 


Columbus, Ohio—The Colum- 
bus Assn. of Purchasing Agents 
played host to 25 foreign students 
at its April meeting. 

The students are completing a 
12-week purchasing manage- 
ment workshop at Ohio State 
University. After finishing the 
course in purchasing and supplies, 
the group will leave here for 
on-the-job training across the 
country. The study program is 
sponsored by the Economic Co- 
operation Administration. 

The students are employees of 
the government of Jamaica, Costa 
Rica, Ecuador, Brazil, Morocco, 
Libya, Jordan, Iraq, Turkey, Cey- 
lon, Republic of Korea, Republic 
of China, and the Philippines. 

William S. Story, assistant ex- 
ecutive vice president, Institute of 
Scrap Iron & Steel, Inc., was 
guest speaker. Story told P.A.’s 
the trend of steel mills to use 
more ore and less scrap is pre- 
senting a problem the scrap in- 
dustry must overcome by more 
enterprising promotion of scrap 
uses, 

He reported that Battelle Me- 
morial Institute, Columbus, has 
been conducting research for the 
industry in an effort to find new 
uses and markets for the scrap, 
a waste product of progress, obso- 
lescence, and use. 


John VanderVeen Named 
To Head Grand Rapids 
Purchasing Agents Assn. 


Grand Rapids, Mich.—Mem- 
bers of the Grand Rapids Assn. 
of Purchasing Agents selected a 
new president, John VanderVeen, 
Sackner Products Co., at their 
last meeting. 

Other newly elected officers 
include: Ward Heath, Kelvina- 
tor Div., American Motors, vice 
president; William Smith, Manu- 
facturer Supply Co., secretary; 
and William Klaasen, Grand 
Rapids Supply Co. Homer Bar- 
ber, American Boxboard Div., 
Packaging Corp. of America, be- 
comes national director. 

Main speaker at the meeting, 
George Davis, senior staff en- 
gineer, Shell Oil Co., New York, 
briefed the group on lubricating 
oils and greases. He stressed the 
need for a planned lubrication 
program and_ discussed the 
P.A.’s role in its success. 

Davis said it was “the respon- 
sibility of the purchasing agent 
to see that all facts on new or im- 
proved products and new ideas 
on distribution are available to 
his company’s people.” 


Contract Rate Move Loses 


New York—The New York 
Southern District Court denied a 
petition by the New York Central 
Railroad for an order restraining 
the ICC from cancelling the rail- 
road’s contract rate on rugs and 
carpets moving from Amsterdam, 
N. Y. to Chicago. 

The Central’s agreement with 
Mohasco Industries called for a 
lower rate on carpet shipments 
in exchange for 80% of the com- 
pany’s tonnage to Chicago. The 
National Motor Freight Traffic 
Assn. and several motor carriers 
joined with government attorneys 
in supporting the ICC order. 
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STUDENTS HONORED: Record turnout marked visit of foreign 
to Columbus Assn. meeting. Accompanying group was A. L. 
(standing, far right), purchasing consultant for ECA. 


Materials Management, Vendors, VA 
To Be Taken Up at Dist. 8 Workshop 


Potsdam, N. Y. — Materials 
management, vendor rating, and 
value analysis are some of the 
main topics slated for discussion 
at the NAPA District 8 Ad- 
vanced Purchasing Workshop, 
June 14-16. 

Co-sponsored by Clarkson 
College of Technology here, the 
workshop will be conducted at 
the college by Dr. Howard T. 
Lewis, professor emeritus, Har- 
vard Graduate School of Busi- 
ness. 


The curriculum is patterned on 
the case study method and covers 
important purchasing problems 
faced by P.A.’s. Purchasing poli- 
cies, vendor relations, and trade 
relations will be reviewed. 

Registration will be limited to 
insure individual participation. 
There is a $100-per-person fee 
which includes registration, all 
necessary course materials, two 
nights lodging, meals, and cer- 
tificates of achievement from 
Clarkson College. 


One-piece shelf clip can be installed without tools. 
Clips can be inserted and removed quickly .. . fit flat 
against the posts for maximum useable storage area. 


NEW 
FROM 


Clip-type shelves move in and out without tilting. 


Shelves are adjustable on 1!4 


" centers. Corners are 


lapped and spot welded for extra shelf strength. 


HALLOWELL 


CLIP-TYPE ERECTOMATIC 


Hallowell now offers new clip-type shelving 
that is far superior to anything else in its 
field. Exclusive new clips save as much as 
50% on erecting costs. A standard 8-shelf 
unit can be erected by 2 men in less than 
10 minutes. Clips fit flat against posts—do 


CHECK THESE OTHER ADVANTAGES: 


e Interchangeable with regular Erectomatic shelves and 
brackets. 


e Beaded front posts give more useable storage capacity in 
less floor space. 


e Available on the most liberal lease plan in the industry. 


COLUMBIA-HALLOWELL Division 


JENKINTOWN 85, PA. © SANTA ANA, CALIFORNIA 
where reliability replaces probability 
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not steal storage space. Straight-in, straight- 
out shelves save time and space in use. 
Shelves never have to be unloaded to be 
repositioned. No tools are needed to make 
shelf adjustments. Best of all, Hallowell Clip- 
Type Erectomatic Shelving costs less. 


MAIL COUPON FOR FREE CATALOG 


Jenkintown 85, Pa. 


Erectomatic Shelving 
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COLUMBIA-HALLOWELL Division SPS 


Please send me catalog on new Hallowell Clip-Type 
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A P/W Indicator 


Rising Production Hailed as Sign of Recovery 


New York—Business experts 
view the current pickup in fac- 
tory production as the first real 
Sign that the recession is over. 

Consensus is that the small 
gains noted in March, the first in 
a year, will continue through 
spring and summer—though 
some sharper increases have 
begun to crop up among indi- 
vidual lines. 

In steel, for example, April 
production is estimated to have 
increased close to 10% above 


March levels—well above the 
average 1% gain noted in over- 
all output. 

Actually there’s nothing sur- 
prising in this “10 to 1” ratio 
in favor of steel. Such big dif- 
ferences can be expected in the 
early phases of a business recov- 
ery—when product lines hard hit 
by a downturn (as was steel) 
bounce back to more normal 
levels. 

The extent of the general eco- 
nomic recovery, however, isn’t 


First from General Electric (1958)... 
another bright idea that became a better 
lamp for you... Bonus Line Mercury 


works 6,000 hrs. overtime 
and cuts your costs 


Nearsighted Mister Magoo says. . .““1958? How time 


flies! That’s the year the Nautilus—gallant lads!— 


went under the North Pole, and General Electric 


developed the Bonus Line Mercury lamp. Happy 


birthday, Bonus Line. Egad, who built the ship 


in this bottle?” 


Look again, Mister Magoo. It’s General Electric’s 


special new electrode. Up through the 400-watt size, 


it gives you 12,000 hours of useful life—or twice as 


much as the old non-bonus line. And the higher wattages 


(700 and 1000) give you 50% extra useful life. 


Compare these two are tubes, and 


you Il see where the extra hours come 


from. Notice how the new one stays 


white instead of blackening. The trans- 


lucent white deposit lets more light 


come through. 


Result: you get more light after 


12,000 hours than ordinary lamps 
produce after 6,000 hours. These 


extra hours are free. And now 


manufacturing efficiencies and a 


growing demand for this lamp 


enable us to reduce its price 15%. Other popular 
G-E 400-watt mercury lamps are reduced 8-13%. 


Important: All G-E mercury lamps are now made only in 
heat resistant glass, to prevent glass deterioration. Ask your 
G-E distributor for more details. General Electric Company, 


Large Lamp Dept. C-19, Nela Park, Cleveland 12, Ohio. 
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yet entirely clear. Right now its 
hard to tell whether the recovery 
will be snappy or drag out into 
1962. 

On the more optimistic side 
there’s the fact that business 
equipment has fared compara- 
tively well over the past year. 
Instead of the expected sharp 
decline (it fell 23% in 1957- 
1958), machinery output only 
slipped 9% last year. 

In fact, one type of machinery 
—commercial equipment — is 
now actually running above a 
year ago. This latter develop- 
ment, however, is not unex- 
pected. It’s part of the long- 
term trend toward the use of 
computers and other office ma- 
chinery—a trend which obvi- 
ously is strong enough to offset 
the cyclical influence of a re- 
cession. 

However, there are still sev- 
eral sectors in the economy 
which may indicate a more mod- 
erate recovery pace: 


@ Consumer Goods—Estimat- 
ing output trends here still pre- 
sents something of a problem. 
Until recently, buyer reluctance 
to part with large sums of money 
trimmed production schedules 
tremendously. 

Latest official production fig- 
ures (March) bear this out. 
Autos are down 23% from a 
year age—and applicances, TV 
and radio down about 7%. 

Now the trend is changing— 
and the year-to-year gap is nar- 
rowing. But there’s no indica- 
tion on when it will be com- 
pletely closed. 

Take cars, for example. All 
the recent talk about an auto 
pickup hides one significant 
fact: Based on current plans, 
output in the second quarter 
(1.5-million units) will still be 
17% below year ago. 


® Output of production ma- 
terials—Economists are a little 
wary about this area, too. 

They note, for example, that 
the decline in this category over 
the past year was far greater 
than average. Thus, production 
of durable materials — slipped 
18% —more than twice as much 
as over-all output. 

This difference, they say, 
points up the role of tighter in- 
ventory policy. It implies that 
less material is being held in in- 
ventory for a given amount of 
output. 

Since this is a_ policy that 
P.A.’s expect to continue (see 
P/W, March 27, ’6l, p. 1), it 
is hard to see any tremendous 
pickup in material output in the 
months ahead. Most analysts 
think this inventory factor will 
keep material production below 
1960 peaks through virtually all 
of 1961. 


@Cyclical considerations— 
Business cycle experts, noting 
that the recent recession was 
milder than usual, think this 
may also slow down the recovery 
pace. 

Just how mild it was can be 
seen in the chart above. Output 
(as measured by the Federal 
Reserve Board index of indus- 
trial production) slipped only 
8% in 1960-1961. That’s in 
sharp contrast to the 15% de- 
cline reported in the previous 
downturn. 
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Two Sales Publications Give Clues | 
‘Selling in Depth 


To New Trend of 


Kansas City, Mo.—A _ poly- 
ethylene latex, described as the 
depth” if recent articles in two 
publications for salesmen are any 
indication of coming trends. : 

In analyzing the P.A.—his likes 


and dislikes, his habits and 
habitat—both Sales Management 
and The American Salesman 


agreed that the vendor, while gen- 
erally knowledgeable about his 
own products, too often draws a 
blank when it comes to being 
familiar with his customer’s prob- 
lems. 

Sales Management asked its 
readers: “Are your salesmen go- 
ing out of their way to offer 
suggestions and _ solutions to 
problems not immediately con- 
cerned with your product line?” 

Salesmen should be familiar 
with the concepts of value 
analysis and be able to apply its 
methodology to their customer’s 
traffic and packaging problems, 
materials handling, inventory 
control and maintenance pro- 
cedures, the article said. 

“If the money-saving sugges- 
tion comes from your man, your 
position as a supplier is substan- 
tially strengthened through your 
obvious interest in his problems. 
If your company shows this kind 
of interest, it’s only fair for your 
customer to assume he will 
receive the same interest when it 
comes to providing his need for 
your product,” Sales Manage- 
ment concluded. 

The American Salesman article 
gave its readers tips on what 
P.A.’s consider to be good sales- 
menship. The magazine polled 
400 P.A.’s in gathering material 
for the story. Among the statis- 
tics stressed in the article: 

©99.3% of the P.A.’s 
salesmen as well-groomed and 
well-dressed, but only 20% 
found them well informed on 
their customer’s problems. 

@89% found salesmen knew 
a lot about their own products, 
but only 31% counted on sales- 
men to point out new applica- 
tions. 

© 82% 


Saw 


said salesmen keep 


Babiy Outlines Strategy 
Against ‘Hidden Costs 
For Metropolitan P.A.'s 


New York—A frontal attack 
on “hidden costs” in purchasing 
was mapped by John Babiy, pur- 
chasing manager of Johnson & 
Johnson’s Permacel Div., to mem- 
bers of the Metropolitan Pur- 
chasers Club. 

Key strategy outlined included: 

® Reclaimed materials. “Find 
that user who can benefit from 
what you throw away or bury,” 
he urged. Through working with 
chemical reclaimers, Babiy found 
end users for waste products, 
turned a “haul-away” proposition 
into a “give-away” one, and this 
year put it on a paying basis. 

© Re-investigate specifications. 
“Don’t tie yourself to common 
specs,” Babiy warned. As an ex- 
ample, he cited his own recent 
switch from 200-lb. test corru- 
gated board to 175-lb. test that 
did the same job. 

@ltem utilization. A _ close 
check on every item through all 
phases of production will show up 
obsolesence, semi-utilization, and 
other factors that contribute to 
hidden costs, he said. 


their promises, but only 27% 
thought they handle shipping 
problems adequately. 

“Most of all—above all other 
virtues mentioned—P.A.’s appre- 
ciate knowledge,” the article said. 
The P.A.’s want ingenious sales- 
men from whom they can learn; 
problems and needs and of their 
own company policies, and sales- 
men who instead of asking the 
buyer what they can do for him, 
tell him what they can offer, the 
magazine concluded. 


Kansas City, Mo.—A _poly- 
ethylene latex, described as the 
first of its type, will be offered on 


a commercial basis soon by 
Spencer Chemical Co. 
Spencer said the new latex, 


called “poly-em,” represents the 
first time polyethylene has been 
offered as an emulsion polymer. 
Initial sales will be in markets 
where emulsions of low molec- 
ular weight polyethylene waxes 
are the only materials available 
at present. These waxes are pro- 
duced as solids and must be 
emulsified prior to use. 


Spencer said “poly-em” will 
contain 40% total solids. It 
claimed the polymer in the latex 
is harder, tougher and more flex- 
ible than polyethlene waxes, due 
to higher molecular weight. 

The company expects these 
properties to have a definite effect 
in the polish, textile, and paper 
markets where emulsifiable pol- 
yethylene is now sold. In the tex- 
tile industry, Spencer expects 
“poly-em” to serve as a softener 
in wash-and-wear fabrics and as 
a self-finisher for a variety of 
fabrics. 


Spencer Claims a First’ in Polyethylene Latex 


Spencer said it believes the 
wide range of molecular weights 
available will prove attractive to 
the textile industry because of 
the variable feel or “hand” the 
product could give a textile. 

Also, a complete lack of color 
or odor imparted to the finished 
product should make it attrac- 
tive, according to Spencer. 

Spencer will build a plant at 
Calumet City, Ill, in the Chicago 
area to produce the latex. It will 
be designed initially to produce 
in excess of 20-million Ib. annu- 
ally. 
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Air Express gets your shipment first on, first off, first there 


AiR EXPRESS is more than America’s fastest shipping service... it’s the most impartial. Large ship- 
ments or small get identical, top priority treatment, plus those “extras” that make AIR EXPRESS first 
choice nationwide. A special fleet of 13,000 trucks, many radio-dispatched, pick up and deliver door- 
to-door. Your shipment is first on, first off, first there, via all 35 scheduled U. S. airlines, with kid-glove 
handling non-stop. And the cost for AIR EXPRESS service 


is amazingly low. Just one telephone call arranges every- 
thing, to 23,000 communities in the U. S. and Canada. 


It pays when you think fast... think AIR EXPRESS first! 


Or, CALI 


AIR EXPRESS DI/V/IS/ON 


OF 


RE A EXPRESS 


° GETS THERE FIRST VIA U. 


AIR EXPRESS 


S. SCHEDULED AIRLINES 


Associated 
Business 
Publications 


ARP 


Print Order This Issue 26,594 


@: 22> Purchasing Week 


be mre 


Vol. 4, No. 18 


May 1, 1961 


| P/W MANAGEMENT 


A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


Your Money's Worth visit, the counselor would check his client's prog- 


- —* Ps ‘ 2 e » 7oals » 

The small businessman may be paying a hidden —— (or tack of it) and set up new goals Sor the 
penalty factor for his failure to consult his purchas- aane sevEEW. 
ing agent when it comes to making major procure- 
ment decisions. 

rhat’s the warning sounded by G. W. Howard Ahl, executive 
secretary of the NAPA, in a pamphlet issued by the Small 
Business Administration. Titled “Getting the Most From Your 
Purchasing Dollar,” the publication also goes into some ele- 
mentary purchasing principles often neglected by small busi- 
nessmen: standardization, simplification, forward planning, and 
purchasing manuals. 

It can serve as a useful checklist for the small 
company buyer, too, on such basic matters as costs, 
terms and conditions, delivery, inspections, small 
orders, local suppliers, and discounts. Copies of 
the pamphlet (No. 123) are available free from field 
offices of the SBA, or by writing to SBA, Washing- 
ton 25, D. C. 


Career Checkup 

Job reviews by expert analysts someday may 
become as much of a regular thing as the annual 
medical or dental checkup, according to John F. 
Schmidt of Drake Personnel, Inc., Chicago. 

Schmidt sees a crying need for a new breed of consultant, 
the professional career counselor, who would combine the 
knowledge and skills of the psychologist, public relations man, 
and vocational guidance expert. Executives who get bogged 
down in a daily routine would go to him periodically for an 
expert diagnosis of what ails their careers. 

By means of tests and interviews, the counselor 
would evaluate the client’s position in his firm, 
pointing out specific weaknesses and recommend- 
ing measures to correct them. At each successful 
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Public health experts have detected a malady 
that shows signs of becoming endemic in the Los 
Angeles area, particularly among public relations 
men. It’s too new to have been medically classified, 
but in future texts the nomenclature might be 
“cosmoanalogitis.” Chief symptom of the disease is 
an overpowering urge to relate space age develop- 
ments to earthly pursuits. 

Here are a few case histories: 

@ International Rectifier Corp. recently succumbed to the 
urge amid great hoopla with the raising of the stars and stripes 
up its administration building flagpole by use of solar cells, 
which it hastened to explain, were “of the same type used to 
power satellites.” 

@ Aecrojet-General pointed out that “Joe, the space-age filling 
station attendant,” will have to be less than casual in “checking 
under the hood” of spaceships, inasmuch as nuclear-electric 
“radiators” might require either $35,000 worth of cesium or 
$30,000 worth of rebidium, instead of water which is priced 
somewhat more nominally. 

@And Lockheed Missiles & Space Div. couldn’t resist 
describing its 19-ft. long propellant transfer unit for the Agena 
satellite as a “mechanical nursemaid” which contains a “just 
right” amount of formula in its 1,300 gallon “bottles” to “prop- 
erly nourish the baby.” 

Of course it could be worse. Some people, for 
instance, suffer from “patho-analogitis,” a compul- 
sion to make analogies between medical and non- 
medical phenomena. 
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Golf links, trout streams, and gar- 
dens are again luring the P.A. Among 
those who find no trouble succumbing: 

® David Baird, new P.A. at B. F. 
Goodrich (Los Angeles), who feels that 
California has made an all-around im- 
provement in his fate, job-wise and 
recreation-wise. 

An avid golfer who shoots in the 
80's, he claims that he’s getting 10 to 
20 extra yards on drives since coming 
to California. (Excellent conditions of 
the fairways, he says.) 

@ Clyde A. Ford, recently appointed 
Manager of Material at General Dy- 
namics Corp.’s Convair Div. (Fort 
Worth), currently is bearing down on 
golf along with colleagues Earl E. 
Hatchett, new Procurement Manager; 
Jacob H. Deitzer, Material Operations 
Manager (who’s also a boat and sports 
car fan). 

Meantime, Rebert Kahn, Subcontract 
Management Manager, and John W. 
Bessire, Material Cost Manager, (also 
of Convair) both have that green- 
thumb fever right about now and 
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spend all their free time gardening. 

® Robert H. Rafferty, new Assistant 
P.A, at the Copes- Vulcan Div. of Blaw- 
Knox Co, (Erie, Pa.) plans to cash in 
on a natural advantage—Lake Erie 
(and fishing) virtually is in his front 
yard. 

® Meanwhile, Walter M. Nesgoda, 
new P.A. at the Eriez Mfg. Co. (Erie, 
Pa.) is an avid hunter and fisherman. 
The photo of him above is ample proof 
of his ability. 

@ Another Pennsylvania P.A. who 
takes advantage of the terrain is James 
Condon, Assistant P.A. at the Erie City 
Iron Works. He has brought down 
some deer and small game which 
usually land on the dinner table sooner 
than before a camera’s eye. 

= = @ 

Continuing with Pennsylvania from 
a more serious angle: 

Edgar B. Lytle, P.A. for 40 years at 
the Erie Tool Works, has been named 
“Man of the Year” at the First Metho- 
dist Church, Erie, and is shown above 
receiving his citation from Richard 


Summergill (left), President of 
church’s Men’s Club. Pastor of the 
Church, Warren Bugbee, exhibits 
plaque on which Lytle’s name was in- 
scribed, which will be placed in the 
church in recognition of his 50 years 
of service. 

Lytle has held almost every post in 
the church over a half century, includ- 
ing Sunday School teacher, tenor in the 
choir, athletic head, asst. scoutmaster 
with Paul Siple before the latter ac- 
companied Adm. Richard Byrd on his 
first trip to Antarctica. 

Lytle is now on the Board of 
Trustees and secretary-treasurer of the 
Building Fund. 

= = 

As the Parade of P.A.’s continues to 
march on, here’s one who has decided 
on about-face: 

Irwin D, Bauer, in purchasing for 
20 years as Asst. P.A. for Cincinnati 
Planer Co., has gone around to the 
other side of the desk to become Sales 
Manager of Bingham Tool & Supply 
Co. (Cincinnati). 
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PURCHASING WEEK ASKS ... 


How can the purchasing department contribute 
to relieve the cost-price squeeze during 1961? 


Question asked by: G. C. Freeman, manager of Purchasing 
Westinghouse Electric Corp., Cleveland 


W. H. Newton, purchasing supervisor, Texas- 
U.S. Chemical Co., Port Neches, Tex.: 


Purchasing should not have to deviate too far 
from its normal procedures. More concentration, 
however, will be required on: (1) cautious estima- 
tions of requirements; (2) value analysis—new 
and better sources, new and better materials, make 
or buy; (3) anticipation of markets without undue 
speculation; (4) cooperation with suppliers; (5) 


R. P. Montgomery, purchasing agent, Rockwell 
Meters, Inc., Uniontown, Pa.: 


“First, 


to encourage our present 


R. M. Vose, director of purchases, Starline, Inc. 
(barn equipment, sliding door hangers & tracks, 
etc.), Harvard, IIL: 


“It can contribute by following good, sound 
purchasing practices. Purchasing can send out 
requests for quotations covering specific item on 
which they are looking for a price. Consideration 
should be given to substituting a product that 
costs less but does the same job—this comes 
under the title of value analysis. Purchasing also 
can issue blanket orders with goods delivered as 
needed, for one must consider cost of valuable 
storage space and keeping the inventory low.” 


W. H. Oran, senior buyer, Seiberling Rubber Co., 


Akron: 


“The pressure of competition will tend to keep 
suppliers in line price-wise. We are continually 


cooperation between departments; (6) stream- 
lining office procedures; (7) reporting to superiors 
all details affecting this critical era and proposing 
methods for dealing with same.” 


vendors to suggest design changes or the use of 
new developments in purchased materials that 
will result in price reductions. Second, we must 
try to locate other vendors who have more efficient 
equipment to produce materials of improved 
quality, when needed, at lower costs. Third, we 
need to recognize new or improved developments 
in machinery, equipment, and supplies and refer 
them to the appropriate departments for their 
approval.” 


working with suppliers for new and better ma- 
terials that will lower cost. Close association with 
our suppliers enables us to keep them aware of 
our cost situation for our mutual benefit. As the 
basic cost of materials are usually competitive, 

one of the best methods of reducing costs is the 
continual analysis of transporting, packaging, and 
over-all handling of materials.” 


C. L. Gross, purchasing agent, Atlas Foundry & 
Machine Co., Tacoma, Wash.: 


“Energy and enthusiasm for the purchasing 
assignment is the key to the cost-price squeeze. 
The area of greatest challenge is in improving 
the flow of material from the source through the 
jobber or local supplier, and the plant inventory, 
to the manufacturing process. Effective efforts 
along this line will provide a better supply picture, 
lower inventory levels, and less handling to reduce 
item cost, inventory cost, and handling cost.” 


M. H. Fendrick, director of purchases, Standard- 
Toch Chemicals Co., Staten Island, N. Y.: 


“The purchasing agent can help by constantly 
striving to buy materials at best possible price. 
Of special interest should be careful study of 
every-day factors such as freight charges, mode 
of handling, types of container, terms of credit, 
method of shipment, and other phases of the 
purchasing function that may be taken for 
granted. Increased emphasis should be placed on 
value analysis and studies to show purchasing 
really is a profit-making function.” 


B. H. Long, purchasing agent, W. S. Tyler Co. 
(woven wire screens & screening equipment, 
elevator cars, etc.), Cleveland: 


“In short, reappraise every purchasing function 
to buy better products at lower unit costs. It 
is necessary that we control the unit cost without 
impairing quality. Vendors can help reappraise 
their product applications and suggest cost sav- 
ing modifications. Value analysis will achieve 
good cost saving results. Active cooperation with 
production will assist them in finding replacement 


“| get all my charts 
with just 
one order!” 


“T used to have to buy recording 
charts from about as many dif- 
ferent companies as we had in- 
struments inthe plant. Notnow— 
not with that new GC Recording 
Chart one-order service!” 


You, too, will benefit from GC’s 
“one-order service”. You'll save 
time and money and paperwork 
when you make out just one 
purchase order for all your com- 
pany’s chart needs. 


Only GC keeps more than 15,000 
different types of circular, strip 
and rectangular charts con- 
stantly in stock. Our ready-to- 
ship inventory averages some 


Lyn Andreas, purchasing agent, Sterling Packing 


& Gasket Co., Inc., Houston: 


“To balance the pendulum between cost and 
selling price is becoming increasingly difficult. 
Obtaining competitive bids is a very important 
factor. By issuing noncancellable orders for a 
definite or indefinite period on items we use con- 
sistently, we take advantage of better prices plus 
much faster delivery. Excessive paper work is ae 
another problem many of us in purchasing tend 2 
to minimize. This is expensive both from a Fee { 
standpoint of forms, etc., and in man hours.” i 
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items and new manufacturing methods at savings.” 


Donald Moore, purchasing agent, Temco, Inc. 
(furnaces, wall heaters), Nashville, Tenn.: 


“Through a good value analysis program and 
the purchasing department cooperating with the 
engineering department in an effort to lower cost. 
When the purchasing department sees component 
parts of less expensive material, different design, 
etc., it should see that engineering has a chance to 
test them to find out if they can be used to re- 
place existing parts in the company’s products.” 


Purchasing 


If you think that fasteners 
are “chicken feed” think 
again. Your costs mount 
up when you use faulty 
fasteners that slow down 
and stop assembly oper- 
ations, or cause damage to materials and 
tools. 


Why not buy qualitv fasteners in the first 
place, and then your fastener costs will 
really be “chicken feed.” 


Order Southern Screws from your distribu- 
tor, or write direct to Southern Screw Com- 
pany, P. O. Box 1360, Statesville, N. C. 


Over 1,500,000,000 pieces in stock at factory 
and main warehouse in Statesville, N. C. 
WAREHOUSES: 

New York ® Chicago ® Dallas @ Los Angeles 
Machine Screws & Nuts © Tapping Screws ® 
Stove Bolts @ Drive Screws ® Carriage Bolts © 


Continuous Threaded Studs @ Wood Screws @ 
Hanger Bolts @ Dowel Screws @ Speaker Screws 


SCREW COMPANY 


STATESVILLE = NORTH CAROLINA 


Week 


8,100,000 items, all produced 
under controlled-humidity con- 
ditions and kept current by GC’s 
own electronic data processors. 


GC will help with your stock 
room problems, too. Order 
charts in long-term quantities, 
for ane and be assured that 
we will ship the charts with the 
exact regularity you specify. 


Ease of ordering, uniformly 
high quality, economy of costs— 
GC offers all these. Ask for our 
Stock List—and for samples. 


‘Cc RECORDING 


CHARTS 
DISTRIBUTED BY: 


TECHNICAL SALES 


CORPORATION 
Dept. PW, 189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: e 


GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
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This Week’s 


Foreign — 
Perspective... 1, 


Brussels—Export steel prices are firming up again following 
reductions of several dollars per ton about two weeks ago. 

Reinforcing bars were hit hardest in the recent decline, 
dropping from $95/metric ton, f.o.b. Antwerp, to as low as $90. 
By last week, they made up half this loss, rising to $92-$93 on the 
Brussels market. Other changes: 

@ Merchant bars, which had fallen from $100-$101 to $98, 
were back up to $100 again. 

® Commercial quality plate, which had slipped from the $101- 
$105 range to $98-99, rose to about $100-$101. 


@ Structural shapes, which had been $100-$103 before drop- 
ping to about $98, moved up into the $99-$102 range, depend- 
ing partly on the particular shape and quantity desired. 

= e 2 

Tokyo—Japanese electronics manufacturers, who up to now 
have scored their biggest successes in exporting “hardware” such 
as semiconductors, soon may be competitive in the instrument 
field, This is the opinion of U.S. businessmen attending the In- 
ternational Industrial Trade Fair here. 

The main thing worrying the U.S. visitors is that the Japanese 
appear to be putting all their efforts into increasing production, 
with the idea that marketing will take care of itself. 

This raises the threat that the Japanese will over-produce and 
then have to resort to price-cutting in order to sell what they 
have made, said Charles Schwarzler, vice president of Foxboro 
Co., Foxboro, Mass. 

© * « 
Meanwhile, observers see mounting pressures for a “Buy 


“It’s the same expression he had at the plant the day he discovered 


how to lower the cost per 1000 pounds of steam.” 


When you buy coal to make steam, it’s the cost of the steam that’s important. And ISLAND 
CREEK PRECISIONEERED COALS can lower the cost per 1000 pounds of steam. For Island Creek 
starts with inherently superior southern coals, mines and prepares them by the most modern 
scientific methods to perform at top efficiency in your burning equipment. Our engineers would 
be happy to show you and your plant people the savings Precisioneering has produced for others, 


and what it can do for you. Write or phone. No obligation. 


You can depend on Island Creek ...a career company dedicated to coal 


ISLAND CREEK COAL SALES COMPANY, Chafin Building, Huntington 18, West Virginia . Chicago - Cincinnati . Cleveland - Detroit . Greensboro . New York « Pittsburgh 
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Japan Act,” which could hurt 
American exporters of capital 
goods who sell mainly to govern- 
ment or semi-government plants. 
Chief reason: rapidly rising im- 
port volume, which pushed the 
nation’s balance of payments for 
March and April into the red. 

Attacking the trade deficit 
problem on the export front, the 
cabinet gave the Ministry of In- 
ternational Trade and Industry 
the green light for a stepped-up 
export drive which is expected 
to include: 


@ More emphasis on govern- 
ment planning in plant modern- 
ization programs to make Japa- 
nese exporters more competitive. 


@An increase in capital of 
Japan’s Export-Import Bank and 
lower terms of credit for bank- 
financed shipments. 


@ More purchases from pri- 
mary producing countries—par- 
ticularly in Southeast Asia 
perhaps with tie-in loans. 


London—Prime aim of the 
new British budget introduced by 
Chancellor of the Exchequer 
Selwyn Lloyd is to stimulate ex- 
ports by curbing consumer spend- 
ing. To accomplish this, the 
government has asked for au- 
thority to vary sales and excise 
taxes and customs duties by 10% 
—either upward or downward— 
at any time it thinks desirable. 

The government plans to use 
this authority as a lever for con- 
trolling consumer spending and 
thus to relieve pressure on do- 
mestic prices and make room 
for increased exports and invest- 
ment. 

Reaction of businessmen to the 
budget has been mixed. Only 
thing to get a unanimous welcome 
was the point most criticized by 
the opposition Labor party—tax 
relief for middle-upper income 
groups. Purpose of the income 
tax reduction is to help business 
in general and exports in par- 
ticular by giving added incen- 
tives to those at the managerial 
level. 


Ottawa — The Canadian gov- 
ernment said it will decide 
whether to extend special legis- 
lation subsidizing freight opera- 
tions of this nation’s railroads be- 
fore May 16—the strike deadline 
set by railway workers seeking a 
14¢ increase. 

If the government cuts out the 
subsidies, freight rates auto- 
matically will go up 9%. This 
increase has been held in abey- 
ance since 1959 when the gov- 
ernment reduced a 17% rate in- 
crease to 8% and gave the 
railroads a statutory grant to 
make up the differences. 


London—British industry is 
growing more and more disen- 
chanted with the prospects of 
nuclear power after having pio- 
neered in reactor development 
during the past decade. 

This fact was underlined by 
the announcement of the Hawker- 
Siddley group that its nuclear 
power company—which among 
other things has been working on 
a marine reactor—will be closed 
down gradually as “a result of 
the uneconomic trend which has 
developed in this type of in- 
dustry.” 
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Grinding 
Wheels 


D6ALL ECONOMY SPECIAL 
A REVOLUTIONARY HOLE-CUTTING TOOL 


Formica 


H&edboards 


It is the only tool that successfully drills accurate 
holes in both light and heavy gage sheet metal, 
plate, stainless steel, brass, aluminum, plastics, fi- 
bers, cork, rubber—even honeycomb and paper. 

This precision cutting tool performs the same 
operations as a hole saw. But it does it with greater 
accuracy, to .001”, and with more accurate position- 
ing. ROTO-BOR is available in a wide range: of 
sizes with straight or tapered shank. Cutting edges 
are easily resharpened. If your work involves hole 
cutting, ROTO-BOR can save you money. 


a 


IN STOCK 


AT YOUR LOCAL DoALL STORE 
all laboratory-inspected 


Band 
Machines : Surface Power 
and Blades 5. Grinders Saws 


The unique center point is spring-actuated and main- 
tains constant contact with the workpiece under pres- 
sure. This results in greater hole accuracy and more 
accurate positioning. No pilot holes or center punching 
necessary. 


SET RB-A 
10 sizes—%e" to %” 


$6390 Less 10% for 30 days only” 


ORDER TODAY. Call 
your local DoALL 
Sales-Service Store. 
Special offer ends 
June 1. 


» 
THE DOALL COMPANY « DES PLAINES, ILLINOIS 


¢ per yd 
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Key Industrial Textiles Bottoming Out 


Cotton drill, 1.85, 59°, 68 x 40 
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Mixed Pattern Seen for Industrial Textile Prices 


New York—Mounting cost 
pressure is raising some tags on 
key cotton-based products, and 
more increases are expected if 
demand keeps improving. But 
in synthetic fiber clothes, excess 
inventories and fierce competition 
are weakening prices or holding 
them to currently low levels. 

The main pressure to boost 
prices comes from the gradually 
rising cost of cotton brought 
about by higher support leveis set 
by the Dept. of Agriculture. So 
far this year cotton prices have 
gone up some 412%. This is 


causing some price _ increase 
among industrial fabrics when 
the demand-supply conditions 
permit it. 

Says a leading Eastern manu- 
facturer: “Demand has_ been 
strong and should keep on im- 
proving, so we've been able to 
raise prices slightly for some 
special widths and weights of 
broken twills and sateens. But 
firms are selling off high inven- 
tories which keeps other prices 
from going up as well.” 

That’s why the bellwether 
cotton drill (1.85,59” 68 x 40) 
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ON UNITED AIR LINES...THE WORLD’S LARGEST JET FLEET... 


FOR FASTER, MORE FREQUENT AIR FREIGHT SERVICE 


by a fleet of Mainliners and fast, all-freight 


At the rate of once every fifteen minutes, every 


day, a United Air Lines Jet Mai 


nliner® takes 


off. And every flight carries freight—up to 


14,000 pounds. United serves mo 


re U.S. cities 


by jet than any other airline... gives you the 


convenience of frequent service p 
needed for same-day delivery. 


lus the speed 


But the fact that United Air Lines operates 
the world’s largest jet fleet is only part of the 


United Air Freight story. These je 


ts are backed 


Cargoliners scheduled to fit your needs. This 
total freight lift gives you a wide choice of 
flights night and day, to major cities through- 


out the nation. 


Add United’s unique Fztra Care in handling 
and expediting and you have the best, surest 
way to ship. Call your freight forwarder, or 
any United Air Lines sales office, for your 


next shipment. 


> 


WORLD’S LARGEST JET FLEET UNITED KNOWN FOR EXTRA CARE 


AIR LINES 


® 
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price was lowered by '%2¢/Ib. 
recently—counter to the firming 
trend in this industrial fabric 
group (see chart). But last week 
the drill price recovered %4 ¢/Ib. 
and appears likely to go up still 
further. 

“In fact,” one top industrial 
textiles executive asserted, “we 
look for our whole line of cotton 
based fabrics to firm up steadily 
in the coming months.” 

The trend towards higher 
prices in these products should be 
quickened when the new mini- 
mum wage law goes through 


Congress. Some producers 
jumped the gun last week, post- 
ing increases of 2¢/yard in 


carded cotton yarn prices. And 
canvas manufacturers report that 
their prices will also be hard 
pressed when the wage hike oc- 
curs. 

Far From Bearish 


For industrial cloth made from 
synthetic fibers, the price prospect 
is far more bearish. Industry 
experts feel that such representa- 
tive items as chafer cloth—used 
in tire construction—and the 
scrim used in plastics lamination 
will stay at currently low levels. 

It will take some time for the 
rising demand from the auto in- 
dustry to work off excess stocks 
in many of these _ industrial 
fabrics. For example, replace- 
ment slip cover prices are very 
weak now because of previous 
over runs in the material origin- 
ally headed for Detroit. 

Synthetic fiber textile produc- 
ers in the home furnishings end 
of the industry expect to main- 
tain price stability despite scat- 
tered cost increases. 

Upholstery fabric manufac- 
turers, for example, don’t plan 
to increase tags for fabrics using 
filament nylon. Chemstrand re- 
cently raised this yarn (cadon) 
price by 15%. 

Synthetic cloth prices for the 
apparel field are expected to drift 
down slightly as a result of the 
keen price competition among 
yarn producers. Tag reductions 
—spreading to a number of 
fabrics since DuPont led off with 
nylon and dacron staple and tow 
cuts—apply to deniers used in 
apparel, but not to industrial 
deniers. 


Congress Asked to Raise 
Mail Rates $831-Million 


Washington—A bill proposed 
by the Post Office Dept. to elimi- 
nate the annual postal deficit of 
$83 1-million has been introduced 
in the House by Post Office Com- 
mittee Chairman Rep. Murray 
(D-Tenn.) 

The bill would increase 1962 
fiscal year postal revenues by 
$741-million, with the remaining 
$90-million to come from admin- 
istrative rate increases in fourth 
class mail comprising parcel post 
and some catalogues. 

Revenues from first class mail 
would be increased by $409- 
million, including an increase of 
4¢ to 5¢/oz. in first class mail, 
3¢ to 4¢ in postal cards, and 7¢ 
to 8¢ in air mail. 

Second class mail, includ- 
ing newspapers and magazines, 
would be increased by $78-mil- 
lion. Third class mail, including 
direct mail advertising, books and 
some catalogues would be in- 


creased by $212-million. 
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Industry News in Brief 


Steel to Consolidate 


Tex.—U. S. Steel 
will consolidate here in 


Garland, 
said it 


Garland separate manufacturing 


operations of its Oil Well Supply 
Div. that now are being con- 
ducted in Pennsylvania. 
units to be moved are the Wilson- 
Snyder Works at Braddock, Pa., 


which produces all types of 
pumping equipment, and the Im- 
perial Works in Oil City, Pa., 


which manufactures sub-surface 


pumps. 


C-W Buys 


Bethel, 
Corp. has acquired the Electron- 
ics Fitting Corp. here, a manu- 
facturer of connectors, fittings, 
and components for the electron- 
ics industry. 


IT&T to Buy 


New York—lInternational Tel- 
ephone & Telegraph Corp. said 
it has agreed to purchase Surpre- 
nant Manufacturing Co., which 
produces high-test plastic insu- 
lated wire and cable products. 
Surprenant has head offices in 
Boston and a plant in Clinton, 
Mass. 


Stauffer Expands 


East St. Louis, Il.—Stauffer 
Chemical Co. has broadened its 
line of fluorine and boron chemi- 
cals by acquiring the fluorides- 
producing facilities of Aluminum 
Co. of America here. Stauffer’s 
Industrial Chemical Div. will 
handle production and distribu- 
tion of the new fluoride products, 
which include sodium fluoride, 
sodium bifluoride, fluoboric acid, 
and sodium fluoborate. 


Warehouse Opened 


New Brunswick, N. J.—Gates 
Rubber Co. has opened a new 
60,000 sq. ft. warehouse here for 
serving the greater New York 
City and Philadelphia trade areas. 


Ingersoll to Expand 


and 
Co. plans to expand its line of 
heavy machinery by acquiring 
Shepard Niles Crane & Hoist 
Co., Montour Falls, N. Y. Inger- 
soll already produces such equip- 
ment as rock drills, compressors, 
centrifugal pumps and gas and 
oil engines. Shepard makes over- 
head cranes and electric hoists. 
The merger still must be ap- 
proved by Shepard stockholders. 


Inland Adds Line 


Indianapolis — Inland Con- 
tainer Corp., a leading producer 
of corrugated shipping contain- 
ers, has branched out into the 
manufacture of glass containers 
through the acquisition of Fair- 
mount Glass Works, Inc. Both 
companies are located in Indian- 
apolis. 


S-C to Market Computer 


New York — Smith-Corona 
Marchant, Inc., said it has 
reached a preliminary agreement 
with Clary Corp. to take over 
world-wide marketing of the 
Clary DE-60 electronic com- 
putor, which sells for $18,000. 


The 


Smith-Corona makes the electric 
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trols systems and related elec- 
tronic, hydraulic, and mechanical 
instruments for the aircraft, mis- 
sile, and industrial process indus- 
tries. 


typewriters used with the com- 
puters. Clary said it also will 
accept computer orders. 


CompuDyne Expands _ re 
Philadelphia — CompuDyne Chemical Dept. Formed 
Corp. has expanded its product 
line by acquiring two companies 
engaged in the electronically au- 
tomated weighing field: Trans- 
Weigh Co., King of Prussia, Pa., 
and Automatic Measurement 
Corp., Phoenixville, Pa. Com- 


Niagara Falls, ‘yana- 
mid of Canada, Ltd., has re- 
aligned its management staff to 
form a new Chemicals Dept. The 
department will be responsible 
for manufacturing and marketing 
all the chemical products now 


Kaiser Signs Art lron 


Toledo, Ohio—Kaiser 
num & Chemical Sales, Inc., has 
appointed Art Iron & Wire 
Works, Inc., which has ware- 
houses here and in Fort W ayne, 
Ind., as a distributor of its indus- 
trial mill products. Art Iron now 
is expanding its Fort Wayne fa- 
cility from 19,000 to 30,000 sq. 
ft. to accommodate the alumi- 
num products. 


Alumi- 


Chain Belt Adds 4 Firms 


Milwaukee — Chain Belt Co. 
has appointed four new distribu- 
tors for its full line of industrial 


puDyne produces automatic con-| produced by Cyanamid. 


Machine & Supply Co., Lewis- 
ton, Ida.; Allied Bearing Co., 
Fort Smith, Ark.; Union Indus- 
trial Corp., Carlsbad, N. Mex., 
and Industrial Transmission Sup- 
ply Co., Inc., Columbus, Ohio. 


Clopay Buys Duro-Gloss 


Cincinnati—Clopay Corp. has 
purchased Duro-Gloss Rubber 
Co., New Haven, Conn., a manu- 
facturer of rubber coatings, satu- 
rated fabrics, and plastic-coated 
textiles. Clopay said it will mod- 
ernize the production facilities of 
its new acquisition and expand 
its sales operations. Clopay 
makes window shades, folding 


products. They are: Jameson 


doors and extruded plastic films. 


Think Service.. 


HOLO-KROME REPRESENTATIVES ARE READY 10 HELP YOU 


DESIGN AND MANUFACTURE FOR GREATER PROFIT 


To take advantage of the special knowledge that’s 
available to you, call a Holo-Krome representative. 
He’s an expert on top-quality THERMOo-FoRGED* 
socket screws and is skilled in all phases of applying 
them. He’ll help you design the best fastener into 


formation. 


your product in a way that will keep manufacturing 


costs at a minimum. 


Application assistance, same-day service and cost- 
reducing quality make Holo-KromeTHERMO-FORGED 


WoeVaaKed 


*Trade Mark of The Holo-Krome Screw Corporation 


Purchasing Week 


SOLD ONLY THROUGH AUTHORIZED 


socket screws your best fastener buy. Like full de- 
tails on how Holo-Krome, quality and service can 
help increase your profit? See your authorized 
Holo-Krome distributor, or write for more in- 


HOLO-KROME 


hermo-Forged* 
¢640-t SCREWS 


HOLO-KROME DISTRIBUTORS 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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f,* gain or loss over previous yeor 


ATTACK ON RATE INCREASES: The Eastern Industrial 
Traffic League is considering a stern counteraction against motor 
carriers favoring rate increases by carrier groups. 

The League will recommend that members divert business to 
truckers who “flag out” on the increases. Names of carriers re- 
fusing to go along with the hikes will be made available to mem- 
bers, league officials said. 

* * * 

DOUBLE BARRELED RATE HIKE LOOMS: Shippers 
taking a close look at the tariff soon to be published by the 
Eastern Central Motor Carriers Assn. will see in it a combina- 
tion of two earlier proposals. 

Though its final form will probably take-the form of one tariff, 
it will add up to some hefty increases, particularly on small 
shipments: 


flat charges. 


300-999 Ib. 
higher volume shipments. 


must begin or terminate. 


>. SILICONE NEWS from Dow Corning 


Lubricants That Survive 


Extreme Heat. At Erwin Mills textile plant, Coolee- Caustic Contact. Dow Corning Valve Seal, a non- 
mee, N. C., bearings on the shaft of a revolving drier reactive valve lubricant, prevents sticking and leakage. 
operate in an ambient temperature of 300 F and meet One use: to assure ease of operation and proper sealing 
hot steam entering through the shaft. Bearing lubrica- of valves on railroad tank cars carrying chemicals. In 

_ tion was reduced from an every-other-week job to a process plants, too, inert silicones coat the valve seal 
twice-a-year job with silicones. Silicone lubricants and mechanism .. . resist corrosion . . . assure a leak- 
withstand heat up to 450 F . . . stay on the job where proof seal that lasts. Another use: to keep bolt threads 
ever heat is a problem, such as oven conveyor sys- from binding at temperatures to 600 F, ease annual 
tems, exhaust fan bearings and heat sealing equipment. teardown of process equipment. 


a 


Zz 


New brochure—all about silicone lubri- 
cants. Send for your free copy today. 


Address Dept. 7517 


ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES 
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NEW YORK 


Extreme Cold. Silicone lubricants don’t turn stiff Conditioning Chemicals. Rubber and bronze parts 
with cold. Even at 100 degrees below zero, they keep located in multi-port valves of water conditioning 
things rolling. For plastic and metal bearings in refrig- equipment made by Permutit Company are lubricated 
erators and household freezers . . . for conveyor bear- with a silicone compound. Highly water repellent, 
ings in commercial freezers and cold storage areas . . . silicones assure long-lasting seals, won’t react with or 
silicones virtually assure lifetime lubrication. Silicones contaminate chemicals passing through, won’t attack 
also provide an economical way to lubricate moving rubber, and protect bronze against corrosion. Silicone 
plastic parts on appliances and toys. Many silicone greases, oils and compounds are outstanding special 
lubricants are practically colorless . . . won’t soil purpose lubricants in new equipment designs and in 
hands or clothes. the maintenance of production equipment. 


Dow Corning CORPORATION 
MIDLAND. MICHIGAN 


WASHINGTON, D. Cc. 


Waterway Traffic Averages 

Above Year-ago Levels _ R A N ) P @) R LAL I @) N M E M @) S 

One proposal calls for flat charges by weight on shipments 
under 300 Ib. plus a 20¢ cwt. increase on shipments up 999 Ib. 
The other proposal would add actual rate increases to these 
Rate hikes would range from 16¢ to 96¢ cwt. 
on shipments up to 300 Ib., and a 12¢ increase on shipments of 
The second proposal also calls for rate hikes on 


KEY POINTS JOLT: Santa Fe got an unexpected jolt from 
the ICC, which told it that five key points would be included in 
the 600-mile route of its recently-purchased trucking subsidiary, 
Meddock Truck Lines. 

Key points are locations at which rail auxiliary truck services 
Four trucking competitors and the 
American Trucking Assns. argued that unrestricted rights were 


contrary to law. 
* @ * 


CARLOAD OVERFLOW: 
Railroads have broadened the 
overflow rule to include carload 
rates for closed cars of the “dam- 
age-free” type. 

A uniform rule sets 15,000 Ib. 
as the minimum weight needed to 
obtain the carload rate on over- 
flow going into a closed, damage- 
free car. The overflow rule ap- 
plies only to shipments in excess 
of 30,000 Ib. in the first car. 

On closed cars the minimum 
weight for overflow at the carload 
rate remains 10,000 lb. On open 
cars it remains 4,000 Ib. at the 
first class rate. 


CODE MARKINGS: South- 
ern shippers and carriers have 
gone on record in opposing a Na- 
tional Motor Freight classifica- 
tion permitting packages to be 
code-marked by letters and num- 
bers in lieu of names and ad- 
dresses. 

This creates a claim hazard, 
say the shippers, making identifi- 
cation more difficult if one or 
more packages should be lost or 
separated from a shipment. 


INTERCOASTAL SERVICE: 
Stepping into the vacuum of in- 
tercoastal water transportation 
created by recent discontinuance 
of Luckenbach Steamship Lines 
operations, the Sea-Land Serv- 
ice, Inc., inaugurated an east- 
bound service from West Coast 
ports to Metropolitan New York. 

Initially, only shipments of vol- 
ume weight will be handled. Less 
than truckload or temperature 
control freight will not be accom- 
modated. Plans for westbound 
services are being formulated. 


PROPOSAL KILLED: A new 
freight rate making system that 
would have authorized railroads 
and trucks in Texas to establish 
their own intrastate rates was 
killed by the State’s House of 
Representatives 

Carrier-set rates, subject to re- 
view by the Texas Railroad Com- 
mission, would have eliminated 
paperwork on uncontested rate 
changes, said backers of the bill. 
Chief opposition to the bill came 
from truckers. 


WHISTLESTOPS: Ryder 
Tank Line got the ICC’s green 
light to acquire the York tank 
line companies, which include 
York Transport Co., operating in 
Texas, and York Interstate 
Trucking, Inc. with routes in 40 
states. . . . Colorado raised the 
legal length for truck trailers on 
the state’s highways from 60 to 


65 ft. 
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St. Louis—St. Louis Car Co. 
has made its entry into the truck 
transport field with two new ve- 
hicles: 


@®The Wolfwagen, a_ truck 
combining long-haul with city 
pickup and delivery characteris- 
tics. The vehicles, of aluminum, 
can be driven in tandem with one 
driver in the lead truck control- 
ling all engines. 


® The Loadassist, a truck trail- 
er whose chief feature is a truck 
bed that eliminates loading ramps 
for heavy machinery, livestock, 
etc. 

Wolfwagen is built around 
standard truck components, elim- 
inating all premium-priced parts. 
Tandem operation is made pos- 
sible through sensing equipment 
and vacuum pump connections in 
each truck. Both diesel and gas 
line-powered engines are avail- 
able—the tandem feature works 
regardless of mix. 

The Loadassist works _ this 
way: For loading, rear wheels 
move forward and truck body 
lowers to the ground at the half- 


ICC Moves to Reconsider 
Railroad Rate Reductions 
On Import-Export Hauls 


Washington—The ICC has 
agreed to reconsider rail rate re- 
ductions on import-export ship- 
ments between North Atlantic 
ports and the Midwest. 

Earlier this year, the ICC re- 
jected a move by railroads serv- 
ing ports at New York, Boston, 
and Portland, Me., to reduce cer- 
tain rates to match lower levels 
in effect at Philadelphia, Boston, 
and Norfolk ports. 

The Justice Dept. intervened 
after the Massachusetts Port Au- 
thority and two railroads—New 
Haven, and Boston & Maine— 
challenged the decision in Fed- 
eral District Court in Boston. 
The Justice Dept. filed a mem- 
orandum with the court stating 
that the ICC had erred in the 
manner in which it rejected 
equalization of the Northern and 
Southern rates. 


Harmo Rubber Designs 
Wider Tire for Trucks 


Detroit— Harmo Tire and 
Rubber Co. has developed a wide 
truck tire that it says gives a 
smoother ride and longer life “at 
lower cost.” The tire tread width 
is double that of conventional 
tires, permitting heavier loads in 
areas that impose load restric- 
tions based on tread size. 

The 18'%-in. tread provides 
greater contact area for increased 
braking and traction. The com- 
pany reports that fleet operators 
have noted a marked decrease 
in vibration-caused maintenance 
problems on truck chassis be- 
cause of a smoother ride. In- 
creased sidewall flexibility and 24 
to 26 nylon ply ratings give added 
protection against carcass breaks 
and blowouts. 

Tires with the new tread are 
available in 18.50 x 20 for rear 
single mountings on single and 
tandem axles, replacing duals, 
and in 15.40 x 20 for front 
wheels. 
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New Pickup-Delivery Vehicle Doubles 
As Tandem in Long-Haul Truck Train 


way point. After loading, the 
rear half snaps back into posi- 
tion, and the rear wheel carriage 
moves back into position. 

St. Louis Car is a subsidiary 
of General Steel Industries, Inc., 
a major supplier of railroad spe- 
cialty products and_ industrial 
castings. The parent company 
last week changed its name from 
General Steel Castings Corp. it 
has principal plants at Granite 
City, Ill., and at Eddystone and 
Avonmore, Pa. 


‘ or cee 
THE WOLFWAGON: Double-duty truck developed 
by St. Lovis Car Co. can be used individually for 


pickup and delivery, or for long-haul duty as . . 


TRUCK TRAIN: Bar at front of truck permits cou- 
pling with vehicle ahead. Cables join engine and 
braking, enabling one drive to operate ail vans. 


CGAY LORD follows up with 


complete packaging service 


S 


CROWN ZELLERBACH CORPORATION (4) 


Behind every Gaylord man and every 
Gaylord box is a fully integrated, nation- 
wide organization staffed and equipped 
to track down hidden packaging costs 
before they waylay you. 


Don’t let design, production or delivery 
haunt you. Call your Gaylord Man. He’s 
almost as close as your shadow. 


>, 
GAYLORD CONTAINER DIVISION 
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1N CANADA + CROWN ZELLERBACH 
CANADA. LTD. VANCOUVER. B.C. 


HEADQUARTERS. ST. LOUIS 
PLANTS COAST TO COAST 


STAFF CORRESPONDENT MARVIN PETAL 
Focuses a Purchasing Spotlight 


On Industry in the Space Age 


ore than $2-billion in contracts evaporated from the 
Southern California area in recent weeks as a result of 
President Kennedy’s order for a cutback in the B-70 program 
and Lockheed’s announcement that work on 100 Air Force jet 


cargo and transport aircraft would be done at its Marietta, Ga., 
plant instead of at Burbank. 

Prime contractors are putting up a brave front. To Lockheed, 
of course, it makes no difference whether the contract is per- 
formed in Georgia or California. As for paring of the B-70 
program from $2.7-billion to $1.3-billion, North American 
reports only slight pain, asserting that its diversification policy 
has made it virtually invulnerable to sudden contract changes. 

Subcontractors, too, are undaunted—or only slightly daunted. 
In the case of Lockheed’s contract, a provision states that at 
least $500-million must be allocated to secondary suppliers— 
and Southern California suppliers are already organizing to go 
after a share of this work. Lockheed has indicated that geogra- 
phy would not influence its choice of subcontractors. 

But if the contractors are able to maintain stiff upper lips in 
the face of adversity, the politicians are not. Congressmen from 
California are pressing their colleagues to restore the B-70 cuts, 
and they have strong support from Air Force brass. Governor 


DIAGNOSIS: MULTI SHIPMENT—ITIS 
CURE: AMERICAN AIRLINES ASSEMBLY SERVICE 


American Airlines AIRfreight has the answer to 
your multi-vendor problems—its Assembly Service. At 
a central point, shipments from your suppliers are con- 
solidated into a single load. Then, your combined ship- 
ment is flown to your destination city, resulting in total 
weight-rate savings, and delivered direct to your dock. 

Thanks to American’s Assembly Service, you deal 
with just one receiving function, one airbill, one invoice. 

Service like this is only one reason why more shippers 
move more Airfreight on American than on any other 
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airline in America. Our fleet of DC-7 AIRfreighters, Jets 
and other combination planes, offers 1200 flights daily, 
give same day or overnight service to more than 50 
markets. And the world’s most experienced AIRfreight 
specialists guarantee your cargo expert handling. Ship 
with the professionals—call American AIRfreight. 


AMERICAN AIRLINES 


America’s Leading Cargo Airline 
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Brown told California constitu- 
ents that he would try to persuade 
President Kennedy and Defense 
Secretary McNamara “to see that 
no contracts are lost to California 
that we should have.” And within 
the state itself, the Dept. of Em- 
ployment has been asked to sub- 
mit to the legislature by May 15 
a detailed report on the impact 
of the loss of defense contracts 
on California’s economy. 


Top governmental P.A.’s in Los 
Angeles have launched a move 
to seek methods of consolidating 
the purchasing power of five Los 
Angeles agencies. The move was 
touched off by Los Angeles City 
councilwoman Rosalind Wyman, 
who pointed out that prices for 
any given article often vary as 
much as 25% among the differ- 
ent agencies. 

The initial meeting was at- 
tended by Fred Calin, Los An- 
geles County, whose annual pur- 
chases total $35-million; Warren 
Lintz, Los Angeles City, $20-mil- 
lion; Herman Kashare, Los An- 
geles Dept. of Water & Power, 
$70-million; and William Reyn- 
olds, Metropolitan Transit Au- 
thority, $13-million. 

The group explored the feasi- 
bility of consolidating large 
volume purchases of office ma- 
chinery, lumber, paper supplies, 
drug and hospital supplies, con- 
struction materials, paint, general 
hardware, office furniture, light- 
ing supplies, textiles, passenger 
automotive equipment, fire extin- 
guishing equipment, and janitorial 
supplies. 

A number of problems will 
have to be ironed out before the 
program is given the green light. 
For one thing, the Los Angeles 
City charter probably will have to 
be changed to give the city pur- 
chasing agent greater flexibility in 
participating in joint agreements. 
Studies have to be made to in- 
sure that any pooled buying 
doesn’t add to the supplier’s costs, 
which could result in premium 
prices. Different requirements 
related to service and delivery 
will have to be considered. 

“Suppose,” says Calin, “one 
agency is completely satisfied 
with its service and delivery and 
another is completely dissatisfied. 
Who will spearhead the action 
against the supplier?” 

Blackman allowed that the most 
workable device probably would 
be to allow the dominant buyer 
of any item to negotiate a contin- 
uing price agreement that would 
be available to all the agencies. 
“But the toughest problem,” he 
said, “is going to be in reaching 
agreement among ourselves on 
specifications.” 


Unleashing a barrage of super- 
latives, some 50 office equipment 
manufacturers exhibited about 
$12-million worth of wares at 
the 14th annual Southern Cali- 
fornia Business Show in Los An- 
geles. 

California Copy Corp. dis- 
played “the world’s fastest” pho- 
tocopier. Smith-Corona Mar- 
chant, Inc., boasted it had “the 
world’s fastest” desk calculator, 
and International Communica- 
tions Corp. demonstrated “the 
world’s smallest” precision tape 
recorder. Stenocord Dictation Sys- 
tems claimed “the world’s larg- 
est selling” magnetic belt dicta- 
tion machine, and National Cash 
Register Co. struck twice with its 
“world’s most versatile” general 
(Continued on page 19) 
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(Continued from page 18) 
purpose accounting machine and 
its ‘world’s smallest” solid state 
computer. 

But if the manufacturers were 
using superlatives in a cavalier 
manner, they had come to the 
right place for it. A recent re- 
port by the Office Equipment 
Manufacturers Institute said that 
the West accounts for 20% of 
the industry’s $4.5-billion annual 
sales, and it singled out Los An- 
geles as the nation’s fastest grow- 
ing market for business equip- 
ment. 


New Products 


A number of new products 
made their debut at the show, 
which was sponsored by the Los 
Angeles chapter of the National 
Assn. of Accountants. 


® American Photocopy Equip- 
ment Co. introduced its Apeco 
Electrostat desktop copymaker, 
which produces completely dry 
copies at 342¢ each at the rate 
of six a minute. The company 
currently is tooling for produc- 
tion and expects to begin deliv- 
eries in July. Basic price is 
$1,495. 


©@ American Type Founder un- 
veiled its ATF 1015 offset dupli- 
cator, priced at $2,115. Delivery: 
approximately three weeks. 


@ The Gevacopy “Mervap,” a 
cold light offset duplicating ma- 
chine, was shown in a unit that 
can be wall-mounted. Price: 
$199. Delivery: approximately 
two weeks. 


@ The Typetronics 6615, a 
product of the merger of Smith- 
Corona with Marchant, is an ac- 
counting machine that combines 
a typewriter input with a fully 
transistorized computing and stor- 
age section. After 18 months of 
field tests, the machine is now 
available for delivery within 120 
days. Price: $5,995. 


It was nip and tuck whether 
the Stenocord “Explorer” mag- 
netic belt diction machine would 
make it to its U. S. premier. 
Made by Atlas Werke in Munich, 
the unit weighs only 5% Ib. (with 
battery and recharger) and meas- 
ures only 2%-in. high by 9-in. 
wide by 8% in. deep. It arrived 
by SAS Airline just in time for 
the show. Priced at $249.50, the 
Explorer will become generally 
available in June it was reported 
by the company. 

Less fortunate was the A. B. 


Dallas P.A. Association 
Elects Langford President 


Dallas—D. Ray Langford, Sun 
Oil Co., has been elected presi- 
dent of the Dallas Purchasing 
Agents Assn. Langford, assistant 
purchasing agent for the firm’s 
Southern Division, succeeds 
Harold Stockton, Dallas Power & 
Light Co. Stockton becomes na- 


tional director for the Dallas 
Association. 
Other new officers include: 


C. M. Newson, Southern Union 
Gas Co., first vice president; 
Robert D. Crane, Dresser Indus- 
tries, second vice president. Fred 
D. Bradley, Southern Union Gas 
Co., was reelected  secretary- 
treasurer. 


Perspective 


Dick Co., which had scheduled a 
display of its Photoplax, a new 
technique for creating offset metal 
plates directly from an original. 
Some technical problems are still 
to be ironed out before the ma- 
chine can be unveiled. However, 
the company had better luck with 
its Azofax, which uses the heat 
transfer method to create a master 
from an original in 4 seconds and 
can turn out 50 copies in 30 
seconds. The Electric Azofax 
model will become available for 
public offering in May and sell 
for $299. 


Governmental P.A.'s to Meet in Hartford May 10 


Hartford, Conn.—Over 100 
governmental purchasing officials 
are expected to attend a May 10 
conference here. 

The one-day session, spon- 
sored by the Institute of Public 
Service, University of Connecti- 
cut, and the Public Purchasing 
Agents Assn. of Connecticut, 
features a clinic On municipal 
purchasing problems and pro- 
cedures. 

Clinic panelists include Frank 


N. Benevelli, purchasing agent, 
Stamford; James E. McHugh, 


director of finance, Wethersfield; 


Thomas §S. Moore, purchasing 
agent, Manchester; and Otto R. 
Winter, purchasing agent, New 
Britain, and president of the 
National Institute of Govern- 
mental Purchasing. 

Program agenda also calls for 
two panel discussions on “Speci- 


fications and Standards for 
Governmental Purchasing” and 
“Municipal Purchasing: How 


the Purchasing Agent and the 
Board of Education Can Work 
Together.” 

Arthur Pominville, state di- 
rector, Federal Surplus Property 


Program, will discuss “How 
Municipalities May Benefit From 
Federal Surplus Property,” and 
James B. Devlin, state director, 
Federal Surplus Food Program, 
will outline “Municipal Acqui- 
sitions and Extended Use of Sur- 
plus Foods.” 

P.A.’s will hear about the eco- 
nomic picture from Dr. Philip E. 
Taylor, head of the Economics 
Dept. at the University of Con- 
necticut, and about specifications 
and bids for motor trucks from 
R. J. Soulen, president, Soulen 
GMC Trucks, Inc. 


KNOW YOUR 
SYMBOLS 


This symbol stands 
for fusible switch 


This symbol stands 
for QUALITY 


® 
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BullDog heavy-duty industrial 
safety switches are available 
from 30 to 1200 amperes, in both 
indoor and raintight enclosures, 
in 2-, 3- and 4-pole types. 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON ... 


BullDog’s heavy-duty 


safety switch... 


-in sizes for 


“uSsee ror 


every industrial need! 


Only from BullDog do you get all these features in heavy-duty industrial 
safety switches—from 30 to 1200 amperes! 


e Minimum arcing—double-break switching 

e Arc control—Vacu-Break® principle 

e Pressure contacts—Clampmatic® spring action 
@ Positive switching—direct handle operation 

@ High short-circuit performance—innumerable applications 


... plus, all current-carrying parts are silvered. Available in NEMA 
1 and NEMA 3R enclosures . . . competitively priced. Challenge our field 
representative to prove these switches are the finest. Or write for details. 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit 32, Mich. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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Former Army Missile Chief Says 


Successful Cost Reduction Begins at ine Top 


New York—Successful cost 
reduction programs start at the 
top, says Maj. Gen. John B. 
Medaris, former head of the 
Army Ballistic Missile Program 
and now president of the Lionel 
Corp. 

Medaris told the New York 
Purchasing Agents Assn. of New 
York, “The effectiveness of any 
cost-reduction program can be 
determined by talking to the chief 
executive of the corporation. If 
he accepts total responsibility, 
and if he talks in terms of effi- 
ciency, you can usually expect 
to find a dynamic purchasing 
organization not too far down the 
hall.” 


Familiar Complaint 


Too often, however, manage- 
ment direction gets lost in the 
chain of command, and the im- 
plementors at the operating level 
don’t understand the need for 
cost reduction or the way to 
gO abouetai’ yask, he said. Nor 
are they given the authority to 
carry out the jobs they may be 
held responsible for. 

Medaris feels this plaint, fa- 
miliar to many servicemen who 
often felt lost in the shuffle be- 
cause of poor direction from their 
superiors in the command chain, 
is too often voiced by civilians 
engaged in work on projects they 
little understand and are not re- 
sponsible for. 

The “commander,” whether a 
military officer, a corporate presi- 
dent, or the head of a purchasing 
department, must infuse his men 
with a philosophy of long-range 
purpose by personal example and 
man-to-man communications, not 
by sterile directions and manuals 
that never get read. 

From there, he said, it’s up to 
the P.A. to translate his com- 
pany’s philosophy into concrete 
action. 

Medaris characterized the alert 
P.A. as one who thinks objec- 
tively and is well-grounded in 
current technology. He must be 
able to see beyond price-tag con- 
siderations to the end result, 


Denver Revises System 
Of Bids Quantity Buying, 
Saves $60,000 Yearly 


Denver—A new system of 
competitive bidding and quantity 
buying is saving this city about 
$60,000 a year on its drug pur- 
chases, said Purchasing Officer 
Robert F. Martinec. 

The city-owned General Hos- 
pital, which previously had 
bought supplies as needed di- 
rectly from jobbers here, decided 
last March to ask for bids on a 
year’s supply at one time, he 
reported. 

The result was that the city re- 
ceived low bids totaling $228,- 
885 on a list of 130 drug items. 
This compares with the $263,925 
which the city spent for the same 
amount of drugs in 65 separate 
bid calls last year, said Martinec. 

On this basis, the new pro- 
curement system saved the city 
$35,040 this year, he continued. 
When the 1961 purchases are 
compared with the prices paid 
by the city two years ago, the 
Savings comes out to more than 
$60,000, Martinec said. 
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knowledge of materials andjlions of tax dollars 

manufacturing technology so he} Medaris warned against the 
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Meetings You May Want to Attend... 


PREVIOUSLY LISTED 
APRIL 


National Screw Machine Products 
Assn.—National Meeting—Somerset 
Hotel, Boston, April 29-May 3. 


MAY 


National Tank Truck Carriers—An- 
nual Convention and Tank Truck 
Equipment Show, Netherland-Hilton 
Hotel, Cincinnati, May 1-3. 


National Assn. of Educational Buyers 
40th Annual Convention—Chase 


Park Plaza Hotel 
May 3-5. 


St. Louis, Mo., 


National Office Management Inter- 
national Conference & Office Exposi- 


tion—Kiel Auditorium, St. Louis, May 
7-11, 


American Foundrymen’s Society— 
First National Castngs Congress and 
exposition, San Francisco, May 8-12. 


1961 Powder Metallurgy Show— 
Metal Powder Industries Federation, 
Hotel Sheraton-Cleveland, April 24- 
26. 


Material Handling Institute—Eastern 
States Show, Trade & Convention 
Center, Philadelphia, May 9-11. 


Edison Electric Institute Purchasing 
and Stores Committee—1 4th Annual 
Meeting, Shamrock-Hilton Hotel, 
Houston, Texas, May 15-17. 


Design Engineering Show — Cobo 
Hall, Detroit, May 22-25. 


Tool Exposition and Engineering 
Conference—American of 
Tool and Manufacturing Engineers, 
Coliseum, New York, May 22-26. 


Society 


New Books 


Nondestructive Testing, by Warren J. 
McGonnagle. Published by McGraw- 
Hill Book Co., Inc., 330 West 42nd 
St., New York 36, N.Y., 455 pages. 
Price: $15. 


This comprehensive reference 
book aims to provide expert 
guidance in all areas of nonde- 
structive testing—from visual 
testing, pressure and leak testing, 
and liquid penetrant techniques, 
to thermal and dynamic methods 
and thickness measurements. 
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METALS REQUIREMENTS CHANGING? 


Does your switch to new products, new metals 
and new production techniques call for prac- 
tical help in metals selection and special 
delivery handling? Our aluminum technicians 
and specialists have grown up with the metal 
—know the alloys that match production 
needs to give significant cost savings and 
product improvement. Most important, the 
Bridgeport salesman or deskman you talk to 
has direct contact with our technical manage- 
ment or mills to get quick authoritative re- 
sponse to your question or problems. This is 
only one benefit of Bridgeport’s “Direct Line” 
sales policy that pays off handsomely in easier 


metals buying for Bridgeport customers. 


Aluminum sheet is rolled to “special metals” quality 
by Bridgeport's modern mills at Warren, Ohio and River- 
side, California. Well stocked Bridgeport Metal Service 
Centers provide quick local service in major metalwork- 
ing areas nationwide. Bridgeport salesmen and desk- 
men offer a helpful objective service to metal buyers 
in the proper selection of aluminum, brass and copper 
alloys...call Bridgeport Brass Company, Bridgeport 2, 
Connecticut... offices in principal cities. 


COILED AND FLAT SHEET: WIDTHS to 48”, GAUGES 0.006” 
to 0.125”—IN ALLOYS: 1100, 1145, 3003, 3004, 5005, 5050, 
5052, 5357, 5457, 5557... Bringing 95 years of metals 
experience to the production of quality aluminum. 


BRIDBGEPORT 
BRASS COMPANY 


ALUMINUM SHEET <~ 
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Profitable Reading for P.A.'s | 


Also discussed are the pros and 
cons of such working tools as 
X-ray radiography, gamma radi- 
ography, ultrasonics, and mag- 
netic, electrical, and eddy cur- 
rents. 

The author stresses the point 
that detection (and location) of 
flaws is only one facet of nonde- 
structive testing and shows how 
the various methods and tech- 
niques can be used to measure 
physical properties or nonuni- 
formity in the physical properties 
in materials under test. Supple- 
menting the text are more than 
60 tables that list information on 
typical sensitivities for leak find- 
ing methods; electromagnetic 
spectrum; distribution of elec- 
trons in atoms; steel equivalent 
thickness for zirconium, haf- 
nium, and uranium; and other 
usefui uta. 


Films 
Work Simplification Films 


Catalog discusses rental terms 
for 16mm films on American 
work simplification and industrial 
engineering techniques. Films 
picture on-the-job training and 
work simplification projects in 
both plant and office operations, 
and are about 10 to 15 min. 
long. Copies of the catalog are 
available from IJndustrial Man- 
agement Society, 330 South Wells 
St., Chicago 6, Ill. 


From the 


— Manufacturers 


Grounding Devices 


Clarifies revised code require- 
ments and provides information 
on new types of grounding devices 
for electrical equipment (7 
pages), Arrow-Hart & Hegemen 
Electric Co., 103 Hawthorn St., 
Hartford 6, Conn. 


Abrasives 


Describes company’s line of 
standard coated abrasive prod- 


ucts, including abrasive belts, 
rolls, sheets, and discs. Gives 
diameters, use classifications, 


prices, etc. (51 pages). Dept. 
BMD Carborundum Co., P. O. 
Box 337, Niagara Falls, N. Y. 


Glass 


Reviews history of glass and 
details basic types. Includes sec- 
tion on Corning’s new glass-ce- 
ramic materials, and a_ chart 
giving properties of selected 
glasses and glass-ceramics. Pre- 
views future of glass (68 pages). 
Corning Glass Works, Corning, 
ep 


Pressure Clamps 


Describes company’s complete 
line of pressure clamps, hose fit- 
tings and other allied products. 
Includes specifications, shipping 
weights, list prices, etc. Form B-5 
(24 pages). Band-It Co., 4779 
Dahlia St., Denver 16, Colo. 


Arc Welders 


Gives information on com- 
pany’s line of arc welding prod- 
ucts. Discusses arc characteris- 
tics, welding procedures, physical 
properties for electrodes. Prod- 
ucts discussed include: electric 
and gas engine driven generators, 
transformer rectifier designs, etc. 
Bulletin 7000.7 (37 pages). 
Lincoln Electric Co., Cleveland. 
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PROFESSIONAL PERSPECTIVE 


CONSULTANT JOSEPH W. NICHOLSON 
Milwaukee City P.A., Former NAPA President 


Interprets This Headline 
From P/W’s April 10 Issue 


Star on the Rise 
For Product Conscious P.A.’s 


Ree research & development progress vividly points up 
the marvelous age we are living in. To keep abreast of 
these new products and processes requires observation, study 
and understanding on the part of the purchasing agent. In par- 


ticular, the public buyer must familiarize himself with them, 
very often before they are offered in the market place. 

When the many demands and large amount of unavoidable 
routine and paperwork of a public P.A. are considered, it seems 
that little time remains for him in keeping abreast of the results 
of R & D. How can he do it? 

Here are some suggestions: 

® Ask the salesmen what is new in their line. [| have found 
that they are a rich source of information concerning new prod- 
ucts. They usually make a beeline for city hall as soon as they 
have something new to offer. I think that is because a trial 
order from the city P.A. opens doors for them in other pur- 
chasing departments. 

@ Study the new catalogs. They are also a good source of 
new information. 

© Subscribe to business magazines. These magazines all carry 
current news about R & D and new products in the making or 
on the drawing boards. 


Shell Tellus Oils are refined and formulated to meet exacting hydraulic service requirements, such as in this forming machine. 


BULLETIN: 


PHOTO COURTESY ATLANTIC PLASTICS INC., STAMFORD, CONNECTICUT 


Shell provides a quick 6-point 
check list for hydraulic oils: Use it to pick 
the right oil for your needs 


Selecting the proper hydraulic fluid for your equipment can be 
one of your most important decisions. And it can pay off in 
many ways. Less down time. Lower cost per unit. Longer 


equipment life. 


Here are six bench marks to help you pick the best hydraulic 


oil for your plant requirements. 


1. Does it have good oxidation sta- 
bility? Oxidized hydraulic oil can form 
gums, lacquers and other deposits 
which may foul moving parts. Shell 
Tellus Oils are carefully refined to re- 
move unstable, sludge-forming com- 
ponents, then fortified with a Shell- 
developed oxidation inhibitor. 


2. Will it resist foaming and emulsi- 
fication? Pump chatter and erratic op- 
eration are often the result of pump 
cavitation, brought on by oil foaming. 
Tellus® Oils contain powerful addi- 
tives to help prevent foaming. 

They also contain a selected inhibi- 
tor to combat effects of moisture that 
might be in the system. 


3. Does it fight rust and corrosion? 
It is difficult to exclude all moisture 


from a hydraulic system. And moisture 
can form troublesome rust. Shell 
Tellus Oils have been carefully com- 
pounded to resist corrosion. 


4. What are its lubrication qualities 
in continuous service? Shell Tellus 
Oils form a clinging, oily film on mat- 
ing metal surfaces. This maintains a 
constant guard against wear. 

5. How does it react to temperature 
changes? This is a key factor in the 
performance of hydraulic equipment. 
Careful selection of the proper vis- 
cosity grade of Tellus assures satisfac- 
tory operation of your system over its 
entire temperature range. 

6. Is it available in several viscosity 
grades? Shell Tellus Oils are available 


in a broad range of viscosity grades. 


There’s a special grade for virtually 
every hydraulic requirement. 

Ask your Shell Industrial Products 
Representative for facts on Tellus Oils. 
Or write: Shell Oil Co., 50 West 50th 
St., New York 20, N. Y. 


A message to manufacturers 
of hydraulic equipment 

There is a Shell Tellus Oil suited for 
your equipment. 

1. Your customers can get Tellus Oils 
at Shell depots everywhere. Readily 
available throughout the world. 

2. Quality is consistently high. Tellus 
always delivers top performance. 


A BULLETIN FROM SHELL 
—where 1,997 scientists are working to 
provide better products for industry 


Purchasing Week 


® Attend P.A. conferences and 
meetings, and be sure to ask 
questions about new products, 
methods, and processes. 


® Visit your vendors’ plants 
and see what is being done there. 
This will give you first-hand in- 
formation on new products. 


® Attend professional conven- 
tions such as the National In- 
stitute of Governmental Purchas- 
ing, the NAPA, the Public Works 
Assn. and others. There you can 
see exhibits of the very latest in 
R & D, and at the meetings and 
“bull-sessions” you will learn of 
other new things now available 
and of new things to come. 

For instance, at one of these 
exhibits, | saw components of 
a new two-way police radio for 
mobile use. This system em- 
ployed transistors instead of 
tubes. These were in the experi- 
mental stage and little was known 
of them at the time. I conferred 
with our police radio superin- 
tendent who had also been in- 
formed of this development. 
Later, we were approached by 
their salesmen. After reviewing 
the reports we decided that the 
high initial cost of changing over 
from tube-operated to transistor- 
ized radios would be far offset 
by the economies of low amper- 
age consumption, smaller storage 
batteries, low maintenance cost, 
minimal out-of-service time, and, 
most important of all, better 
performance. However, we felt 
that tests over a year’s period 
were required to determine defi- 
nitely whether these conclusions 
were correct. 

With the permission of the city 
budget office we installed a small 
number of these sets and put 
them to the most severe usage 
possible in round-the-clock serv- 
ice. The results convinced us that 
the claims for superiority over 
tube operation were correct and 
that we could cut our annual 
operating cost in the future by 
completing this installation as 
soon as funds could be obtained. 
The experiment paid off in 
greater over-all efficiency of op- 
eration, better performance, and 
a lower ultimate cost. 

At a more recent exhibit, held 
in conjunction with a conference 
of public P.A.’s, I saw in oper- 
ation a transistorized wire re- 
corder carried in a hand-bag with 
a microphone in the coat label 
of the carrier. I spoke to the 
bearer in ordinary tones while 
he held the bag in his hand. He 
then placed it on the floor as we 
continued our _ conversation. 
When the recording was played 
back, it was all clearly under- 
standable. As a result, I con- 
ferred with our police chief, and 
he tried out one set for several 
months. The results were so 
satisfying that we purchased six 
of them for use in field investiga- 
tions. These recordings have 
been very useful in police work. 

How can salesmen’s claims be 
verified by the P.A.? There is 
always some expense involved in 
checking new products. Then too 
there are the unscrupulous sales- 
men with the “one call push- 
over.” The safest way is to ask 
for free samples, and offer in 
return to test them and let the 
salesmen know whether the prod- 
uct fills the bill. 

I once asked two salesmen of 
foreign-made tool steel for 
samples, but they said their com- 
pany policy prohibited this. In- 
stead they asked me to sign an 
order-blank which was written 


(Continued on page 23) 
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(Continued from page 22) 

in a foreign language. | wouldn’t 
sign, and they left in a_ huff. 
Later I learned from the NAPA 
office that these men were sharp- 
ers, and that their order-blank 
actually called for 12 gross in- 
stead of only 12 pieces. At 
90¢/lb., they would have real- 
ized a tidy sum. Moreover, the 
order was in legal form and the 
purchaser would have had to ac- 
cept the merchandise and pay for 
it. 


Most salesmen have legitimate 
offerings and are always glad to 
send test samples, or arrange for 
demonstrations. The P.A. should 
have a system for handling test 
samples. Our city (Milwaukee, 
Wis.) has four testing laboratories 
under these departments or 
bureaus: Health, Water, Street 
Construction and Traffic & Elec- 
trical Services. These laboratories 
do work for us on any item for 
which they have the necessary 
equipment. A standard laboratory 
report form is used in reporting 
to the P.A. This is a good follow- 
through, and prevents the loss 
of samples. 


Many field tests are also made 
by our own field engineers, dur- 
ing manufacture or for accept- 
ance purposes, on such items as 
furniture, pyrotechnic displays 
and traffic paint. This engineer 
also works with departmental 
employees in testing and inspect- 
ing equipment purchased for their 
departments, such as fire ap- 
paratus, fire hose, and police 
ambulances. 

I have always believed that 
the public P.A. is responsible for 
seeing that his employer receives 
exactly what he pays for; hence, 
purchasing department responsi- 
bility extends beyond procure- 
ment and includes sampling, 
testing, acceptance or rejection. 
Complete records should be kept 
of all these matters. 

To sum up: 


@The public P.A. 
more alert than ever. 

@ He should have the inquisi- 
tiveness of an alley-cat and the 
wisdom of King Solomon. 

@He should not allow any- 
thing new to escape his attention. 

@ Through his sampling and 
testing procedures he will pre- 
vent short weight and shoddy and 
useless materials, supplies, and 


must be 


Three Oil Supply Firms 


Planning Moves to Dallas 


Dallas—Three major oil com- 
pany supply firms have disclosed 
plans to move their headquarters 
offices to this city. 

The latest announcement 
came from Iverson Supply Co. of 
Tulsa. Iverson’s new Dallas 
office will direct all of the firm’s 
sales activities, including super- 
vision of seven stores and seven 
sales offices in the west Texas- 
New Mexico-Oklahoma area. 
The new offices will be open by 
June 1. 

Other moves: National Supply 
Co. will shift its domestic sales 
headquarters to Dallas from 
Pittsburgh, and U.S. Steel Corp. 
will consolidate oil equipment 
manufacturing at its Oil Well 
Supply Div. facility in Garland, 
near Dallas. 
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equipment from being foisted 
upon his employers and the tax- 
payers. 

@ These are sound reasons for 
centralizing public purchases and 
placing all purchasing depart- 
ment employees—from the di- 
rector of purchases down to the 
last stenographer—under civil 
service. Such career personnel 
do not have to “knuckle under” 
to any political power, and the 
taxpayers receive more value for 
the tax dollar, instead of pouring 
part of it down the drain of politi- 
cal patronage, waste, and graft. 


NORTH JERSEY P.A. ASSN.: Purchasing-sales dinner 
meeting drew over 550 persons. Speaker J. L. 
Powell (stand.), Alexandria, Va., delivered a 
talk on the changes that technology has brought. 


GOOD FELLOWSHIP was the evening’s motif and 
this group included (L-R): R. W. Barnett, assistant 
to the publisher, Purchasing Week; Howard Ahl, 
NAPA; F. C. Esser, Dist. 8 V.P.; Powell; R. J. Atkins. 


sae 
& 
2 
2 
a 
= 


\\\\t) 


Qe’ 


, 


FOR TOMORROW 
Every Tomorrow brings new demands, new 
concepts, new developments, new products to ever- 
growing markets. Designers are daily delivering new ideas 
to production people — each requiring new special 


parts, new component assemblies, new fasteners. 


With every dawn, Elco puts into pro- 
duction some result of a designer’s new idea, 
some satisfaction of a buyer’s requirement, some 
engineer’s solution of a pressing problem. Are any 


of yours among them? Buy Elco 


and You buy the best! 
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The Fine Print of Purchasing 


The LAW and YOU 


BULK PURCHASING PROTECTION 


When buying in bulk, don’t be trapped into purchasing more than you thought 
you were bargaining for in the negotiations. Here’s what to do: Put an upper 
limit on the quantity of goods you are required to take in instances where an 
undetermined volume is involved. This can be accomplished by inserting a 
ceiling clause in the purchasing contract similar to this: 

“Buyer agrees to buy all the bolts in Bin X located in Seller’s warehouse at 
$1.20/Ib. But in no event shall it be required to buy more than 350 pounds.” 

What can happen to a buyer when he doesn’t put a ceiling on his liability is 
indicated by the following case involving the purchase of transformers for an 
Air Force construction project. After the firm that purchased the transformers 
installed them, the general contractor directed that all be replaced. In an agree- 
ment worked out between the buyer and the seller, the vendor agreed to make 
the replacements without charge for transformers of its own manufacture. But 
also involved in the replacement were 48 transformers not manufactured by 
the vendor, and the buyer agreed to pay for these; and if it developed there 
were “more or less” than the 48 mentioned, the cost to the buyer was to be 
increased or decreased accordingly. As it turned out, the seller replaced 306 
transformers which were not of its manufacturer, and the parties wound up in 
court. 


The court held the buyer had to pay for replacement and labor costs of the 
306 transformers. Although buyer claimed that it agreed to pay for only 48 
transformers and the statement that it would pay for “more or less” was an 
inadvertance, the agreement was held to be clear and unambiguous, (Risi v. 
Ackerly, 207 NYS 2d 477). 
* * ” 
PICKING AND CHOOSING CUSTOMERS 

A seller ordinarily has the right to choose his own customer; but the right to 
refuse to do business is not unlimited. A recent case demonstrates this. 

A group of small fabric retailers brought a trebel damage action against a 
pattern manufacturer for violation of the Clayton Act, charging the defendant 


discriminated against them in favor of large chain store purchasers. Later, when 


several of the retailers claimed the manufacturer refused to handle their business 
because they were plaintiffs in the damage claim, the court compelled the 
manufacturer to deal with them. 

In its ruling the court said the retailers had showed that the manufacturer 
refused to do business in order to force them to give up their legal remedies under 
the antitrust laws. The decision held that the right to refuse to deal with certain 
individuals is not unlimited, and under certain circumstances it must give 
way to considerations of public policy and public interest. (Husserl, Inc. v. 
Simplicity Pattern Co., Inc., D. C. N. Y. Civil 147-354). 

* . 7 
OBTAINING EFFECTIVE WARRANTIES 

To be effective a warranty must be given before or at the time of sale. A 

warranty given later is not binding on the seller. 


We offer more than 1000 different 
wire cloths, with varying mesh, 
wire diameter, metal and weave 


NEWARK ...all with some fifty years ex- 


WIRE perience in back of our modern 
facturing methods. 
CLOTH ji 


In short, Newark is a reliable 
source of supply for your wire 
cloth requirements, 


NEWARK 
TESTING 
SIEVES 


Send for 
our new 
Bulletin F-S-61 
with the 
new 1961 
sieve standards... 


New testing sieve standards have been set by 
ASTM, NBS and ASA...and are in the planning 
stage for world-wide adoption. All of the specifi- 
cation data in our new bulletin, just off the 
press, conform to these new standards. This bul- 
letin will be a good one to have in your file any- 
way, but if you are in the market now for sieves 
and/or sieve shaker, you can get all the infor- 
mation you need for ordering. 


ire Gloth 


COMPANY 


351 VERONA AVENUE + NEWARK 4, NEW JERSEY 


- In a recent case a buyer bought a bull- 
This Delrin part dozer from an authorized distributor of 
saved 20¢ 


the equipment. No warranties were 
made before or at the time of sale; 
but when the equipment was delivered 
to the buyer, it was accompanied by an 
instruction manual on the back of which 
was printed a manufacturer’s warranty. 

This warranty became a subject of 
dispute when the seller brought action to 
collect the purchase price of the bull- 
dozer. The buyer, in his counterclaim, 
asserted breach of warranty. 

The seller won. “We find it difficult,” 
said the court, “to see how the printed 
warranty on the back of each manual 
can control in the instant case. It was 
never executed by anyone, was not in- 
tended to be executed, and contained no 
description of the goods sold. Even if 
we assume, without deciding, that the dis- 
tributor was the agent of the manufac- 
turer, mere delivery of a printed and un- 
executed form after the sale had been 
consummated, would not bind the seller.” 
(Sensabaugh v. Morgan Brothers Farm 
Supply, Inc., 165A 2D 914). 


APPLICATION: Volute and venturi as- 
sembly for Clayton Mark ‘‘Mitey 
Mite’”’ water pump. Brass and cast 
iron assembly replaced by injection 
molded Delrin. 
ADVANTAGES: CMPC-molded part 
eliminates all machining operations... 
parts delivered production line ready 
at a per-unit savings of 20c. Smoother ~é € * 
Delrin surface reduces friction . . . in- 
creases pumping efficiency 5%. 
Specify CMPC . . . custom plastic 
molders for over 40 years. 


CMPC CHICAGO MOLDED 


PRODUCTS CORPORATION 
1020-H KOLMAR AVE. CHICAGO 51, ILLINOIS 


(The above material was prepared by Sydney 
Prerau of the J. K. Lasser Tax Institute for 
Purchasing Week. Reader inquiries on general 
tax and legal aspects of purchasing will be dis 
cussed here in accordance with space limita- 
tions and applicability.” ) 


Purchasing Week 


snr Y 


nee oN 
Narre 
oe eases eran 
na Por heel 
+e: ) 


..@Nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 
condition. Only D-C can offer one-carrier 
responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
One-carrier handling... one-carrier 
control...non-stop, straight-through 
service all the way on D-C e 
equipment...cuts 20% off 
running time... assures 

you on-time delivery every time! 


Specify the Dependable Carrier... 
D-C...coast-to-coast choice for 
coast-to-coast service! 


You'll find us 
In the 
YELLOW PAGES 


_— 


| 
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OCDM Survey in East Shows Prices 
Steady to Lower on Residual Fuel Oil 


Washington—In the first 15 
months of mandatory oil import 
controls, prices for residual fuel 
oil sold to jobbers for resale on 
the East Coast were “either un- 
changed or lower” than in the 
previous 33 months, the Office of 
Civil and Defense Mobilization 
reported. 

This was brought out in 
OCDM’s survey of East Coast 
residual fuel oil prices for the 
four years ended Dec. 31, 1960. 
The survey was undertaken after 
New England consumers charged 
that import controls had led to 
price gouging. 

The survey covered all full 
tanker cargo deliveries of both 
domestic and imported fuel, and 
prices included all allowances and 
charges, including delivery. 

Resale sales made up the big- 
gest part, accounting for 72% in 
1960, for example, compared 
with 24% for electric utilities, 
and less than 5% for other con- 
sumers. 

Sales to jobbers 
averaged $2.08 /bbl. 


resale 


1960, 


for 
in 


$2.05 in 1959, $2.27 in 1958, 
and $2.92 in 1957. Average 
prices for electric utility sales in 
the four years were, respectively, 
$2.14, $2.08, $2.30, and $2.81. 
For other customers, the averages 
were $2.45, $2.32, $2.42, and 
$2.97. 

Residual fuel oil price data, 
requested from East Coast 
suppliers on a monthly basis be- 
ginning Jan. 1, 1961, will be 
made public regularly, OCDM 
said. 


Tool Firm Starts 10- Year Retroactive Guarantee 


Bridgeport, Conn. — Moore 
Special Tool Co. here has put a 
10-year, retroactive guarantee on 
its No. 3 jig borers and grinders in 
an atiempt to combat lower- 
priced machine tool imports. 

The company now guarantees 
that during a 10-year period the 
basic locating features of the 
No. 3 machines will not wear 
out or deviate in normal use be- 
yond these tolerances: 50 mil- 
lionths of an inch in lead screws, 
15 millionths in jig borer quill 
fit, 50 millionths in jig grinder 
vertical slide fit, 20 millionths in 


compound slide squareness, 30 
millionths in base ways and table 
ways, and 50 millionths in 
squareness of spindle to plane of 
travel. 

In discussing the new guaran- 
tee, a Moore spokesman said that 
American machine tool builders 
can meet foreign competition 
only by “aggressive marketing of 
proven values.” 

In related tool 
has been a spate 
guarantees: 

® Black & Decker Mfg. Co., 
Towson, Md., has put a one- 


there 
one-year 


fields, 
of 


year guarantee on all B&D port- 
able electric hammers purchased 
during the period from Feb. 26 
through June 30 of this year. 

@Cleco Air Tool Co., Hou- 
ston, Tex., has put a one-year 
guarantee on the No. 6 and No. 
10 series in its line of pneumatic 
screwdrivers and nutrunners. 

The B&D guarantee covers 
electrical or mechanical failure 
during normal use and provides 
for repair without any charge for 
parts or labor. The Cleco guar- 
antee covers any malfunction 
from faulty workmanship. 


Purchasing Revamped 
In King County, Wash. 


Seattle, Wash.—A manage- 
ment consultant firm, John A. 
Donaho & Associates of Balti- 
more, came up with 30 recom- 
mendations for revamping King 
County purchasing methods. 
Most of the proposals were 
okayed. 

In one of the 
changes, the county 
department has been given con- 
trol of the garage inventory, 
previously the function of the 
garage superintendent. An in- 
ventory check brought to light 
parts which had been in stock 
for more than 15 years, said Joe 
Lobberegt, county purchasing 
agent. 

Other recommendations, al- 
ready adopted, lopped off a buy- 
er’s job (saving: $4,440 a year), 
authorized purchase of standard 
items in quantity; and transfer of 
excess materials from one de- 
partment to another as needed. 
Donaho also recommended that 
purchases for King County Hos- 
pital be handled by the county 
department rather than by the 
hospital itself. 

County commissioners _ re- 
jected one recommendation, 
calling for formation of a three- 
man committee to supervise the 
nine-man purchasing  depart- 
ment. 


principal 
purchasing 


TVA Awards 
Coal 


Knoxville—Arrow  Transpor- 
tation has received a contract 
from TVA for barging up to 
2,250,000 tons of coal a year 
from the L&N Railroad’s pro- 
posed rail-barge terminal at Flor- 
ence, Ala., to the Colbert Steam 
Plant near here. The award is 
for 174 years. 

Rates for the barging range 
from 10'2¢/ton for a minimum 
of 14,000 tons a week to 642¢/ 
ton for maximum of 45,000 tons 
a week. If maximum use is made 
of this new service, the barging 
costs under the contract could 
reach $2,559,375. 


Arrow 
Barging Contract 
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...with new Stan-Pak Run-Rite Papers 


The performance you get from your 
offset and office duplicators depends 
largely on the paper you feed them. 
Paper that won’t lie flat or is unevenly 
trimmed can mess up the run thor- 
oughly. Not to mention your temper. 

Now you can avoid all this — with 


new Stan-Pak* Run-Rite* Papers. 


Trouble-Free Running 


Take flatness. We laboratory-test all 
our papers right on the duplicating 
machines they’re made for. Stan-Pak 
Run-Rite Papers come to you flat. Lie 
flat in the machine. And feed flat. 

But really trouble-free running calls 
for many more qualities. Controlled 


*T.mM 
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moisture to avoid static conditions and 
insure good printability. Accurate trim 
and finish to prevent feeding jams. 
Even caliper, uniform weight and care- 
ful surface sizing to give you sharp, 
clean ink impressions. You get them all 
in Stan-Pak Run-Rite Papers. 


525 Items—All Grades, Sizes and Types 
This brand new line answers just 
about every office need in printing and 
duplicating papers. Under the Stan- 
Pak Run-Rite name you'll find the 
exact grade, color and weight you want 
—at a sensible range of prices to suit 


your budget. 

Next time you order paper, try the 
brand that’s made to run right. 
Through the duplicating machine. On 


the press. 


In the typewriter. 


We’re confident you’ll specify it 
every time. 


STANDARD PACKAGING CORPORATION 


NEW YORK 17, N.Y. 


P/W School for Strategists 


The 7th Annual 


Last week, Purchasing Week won 
one of the Jesse H. Neal Editorial 
Achievment Awards made annually 
by the Associated Business Publi- 
cations. 

The citation said: 

“For ‘School for Strategists,’ a 

continuing series of mathematical 
Editorial ‘games’ presented to create 
reader understanding of _ re- 
Achievement cently evolved mathematical 
techniques for solving business 
problems, with an emphasis on 
strategy games and operations 
research games.”’ 


JESSE H. NEAL 


() rdering too many of an item can cost money. And so can ordering too few 
‘School for Strategists’ takes note of this situation in the current session, 
and herewith presents two brainteasers pegged on the cost of lost sales. 

They’re the sort of problems that might easily crop up in the course of your 
day-to-day activities, and they’re presented here in the form of Operations 
Research games, prepared by P/W Consultant Martin L. Leibowitz. 

These games can be mastered by the step-by-step procedure outline in the 
following sample problem. 


Sample Problem 

You're a Purchasing Agent seeking bids on a certain type of material, and you 
know that the more bids you get, the better price you'll receive from vendors 
who want your order. But it costs $200 to process each bid, so the more bids, 
the higher will be the processing cost. So your problem is: How many bids should 
you ask to effect your greatest saving? 

Now here’s the procedure to use in solving this problem: 

(1) What are you trying to do? You're trying to decide how many bids you 
should ask for in order to effect the greatest possible saving. 

(2) What data do you have? You know it costs you $200 to process each 
bid. You know, too, that if you invite only one bid, you'll be at the vendor’s 
mercy. But if there’s competition, you'll get a better price. So amassing all the 
price data you can get, you come up with these estimates of savings: $500 if two 
vendors bid; $850 if three bid; $1,100 if four bid; $1,200 if five bid; $1,300 if 
six bid. 


(3) Arrange this data in an orderly fashion. 
Bids Solicited 


(4) Now find the variables. They are: the number of bids, the amount of the 
savings, and the cost of processing. As the number of bids increases, so does the 
amount of money saved—and so does the cost of processing the bids. 

(5) What are your alternate courses of action? In this case, they are the 
number of bids you can ask. 

(6) Now, formulate a mathematical sequence. You've already done part 
of this in Step 3; what you have to do now is add two more columns—one listing 


the cost per bid and the other giving the net savings, i.e., Column 3 subtracted 
from Column 2. Like this: 


Savings 
Number on Net 
of Bids Purchase Cost of Saving 
Asked Price Processing to Firm 


And there’s your answer (starred). You should solicit four bids because that’s 
your point of greatest net savings, $300 ($1,100 savings on material less the 
$800 cost of processing). If you solicit fewer or more bids, the cost of processing 
them will eat up more of the material savings and give you a smaller net. 

Now, try the two following problems on your own. 


The Cost of Lost Sales—Problem | 


Al Beta, Purchasing VP for the Gamma Corp., was called into a top manage- 
ment conference to hear about a new market being opened for the company’s 
Turbulators. 

These were very high priced items, manufactured to order, and it was anticipated 
that demand would be pretty much of one-shot affair. Sales office surveys indi- 
cated that the level of demand might range anywhere from 60 to 90 items. 

Among the most important subassemblies for the Turbulators were Compressors. 
These were vendor-supplied on special order. Because of the joblot nature of 
compressor production, reorder and setup costs were prohibitively high. Thus, 
Gamma would have to order all its Compressors in one lot. 

Since the demand might range from 60 to 90 Turbulators, there was the danger 
of lost sales due to insufficient production if Gamma ordered only 60 Compressors. 
But if more were ordered than needed, there would be the possibility of having to 
scrap unused Compressors. 

The Sales Office claimed that each lost sale represented $10,000 down the drain. 
Al estimated that a loss of $5,000 would be involved for each Compressor 
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scrapped. The question then was: How many Compressors should be ordered? 

So Al did some figuring. Since packaging, shipment, and other considerations 
made it necessary to order Compressors in units of 10, he reasoned that the ques- 
tion really was: should 60, 70, 80, or 90 items be purchased? Now if 60 Com- 
pressors were bought and 60 Turbulators manufactured, this would turn out to 
be ideal—if sales amounted to 60 items. But, if there was a demand for 70 items, 
a loss of $100,000 would be incurred. And if the market actually could absorb 
90 units, the loss would be $300,000. 

Figuring in this fashion, he constructed the following table: 

Number of Actual Demand Cost of enieaine 


Compressors or Lost Sales Compressors 
Ordered Turbulators ($1000) ($1000) 


60 60 
70 


w 
eccooc coooo 


os 


90 


Studying this table, Al found the answer to his problem. 
What was the solution, and how did Al find it? 


(Answer on Page 36) 
The Cost of Lost Sales—Problem Il 


Gamma ran into a similar problem later in opening a market for its new 
product—the Dual-Turbulator. 

Market surveys pegged the estimated demand as ranging between 50 and 65 
items. But the Dual-Turbulator employed two Compressors of the same design 
as the old Turbulator model of the previous problem, and the cost of a lost sale 
was considerably higher—$16,000. 

Since Al was so successful in solving Gamma’s earlier problem, he was again 
handed the responsibility this time. 

How many Compressors did Al order? 

(Answer on Page 36) 
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(Continued from page 1) 
develop new products, install new processes, and improve the competitive 
quality of present products. a ba 
The tabulation below details by industry groups how manufacturing firms 
are counting on new product development in their advance sales planning. 
The figures simultaneously pose the question of how accurate are companies 
in their new product planning? The answer: 
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New Products New Products 

% of 1960 % of 1964 

Actual Sales Expected Sales 

Iron & steel 7% 
Non ferrous metals iW 
Machinery 23 
Electrical Machinery 16 
Autos, trucks & parts WW 
Transportation equipment 29 
(aircraft, ships, RR) 

Fabricated metals & instruments 13 
Chemicals 20 
Paper & pulp 12 
7 
Stone, clay & glass 13 
Petroleum & coal products 5 
Textiles 10 
Food & beverages 12 


Apparently plans for new products are just as carefully thought out as 
additions to capacity or other aspects of capital investment programs. Asked 
how well new product anticipations of 1956 had turned out in 1960 in items 
not produced four years earlier, manufacturing companies as a whole indicated 
that 10% of 1960 sales were in new products not produced four years 
previously. Every industry in the McGraw-Hill survey came within five points 
of what it had expected; several industries hit it exactly. 

* ° . 

First signs of inventory revamping are beginning to appear in the 1961 
spring business upswing. Copper industry sources indicated last week they 
suspect some customers are rebuilding supplies in the surge of buying that 
is delighting producers and smelters alike. The current business survey report 
of the Chicago Purchasing Agents Association finds “inventory building quite 
apparent:” One major Midwest steel producer last week forecast a return to 
three-to-four weeks delivery schedules “as the norm” and says that manu- 
facturers are beginning to carry one to two weeks more inventory as their 
production schedules increase. 

On the other hand, the chief of one of the biggest steel warehouse chains 
says he has had no indication that customers are rebuilding inventories. And 
lead times are not lengthening in cities where his service centers are located. 
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New Marker System 

Seattle — American-Marietta 
Co. is introducing a new marker 
system for traffic lanes. It uses 
contoured plastic discs fastened 
to the roadway with an epoxy- 
type adhesive. 

The 4-in. dia. discs are .75-in. 
thick at the center and bevel 
towards the outer edge for rain 
drainage. Imbedded glass beads 
reflect vehicle lights with a high 
degree of brilliance. 

A cart with gasoline burner 
and a crew of three men are used 
to install the discs. The burner 
preheats four markers and four 
spots on the roadway at one time. 
Adhesive is released through ap- 
plicator similar to a calking gun 


Foam for Acoustical Use 


Amsterdam—Draka is manu- 
facturing a plastic foam with a 
special open-cell construction de- 
signed for acoustical applica- 

tions. 
The material is available in a 
variety of forms and sizes as a 
sound-dampening element for 
fans, machines, ventilating shafts, 
etc., and as acoustic tiles for 
room use. 
Ceiling and wall tiles are pro- 
duced with a smooth top coat, 
‘ while larger sheets (for uses in- 
cluding linings for loud-speaker 
cabinets) have a toothed surface 
with larger absorption areas. 


Band Saw Standards 


Washington, D. C.—The Dept. 
of Commerce has submitted a 
proposed revision of the stand- 
ards for metal-cutting band saws 
to the trade for its approval. 

The Hack & Band Saw Manu- 
facturers Assn. of America re- 
quested the proposed amendment 
to Simplified Practice Recom- 
mendation R214-55 for Metal- 
Cutting Band Saws (hard edge, 
flexible back) to keep up with 
“current trends in the expanding 
use of band saws.” 

Copies of the recommendation 
are available upon request from 
the Commodity Standards Div., 
U.S. Dept. of Commerce, Wash- 
ington 25, D. C. 


Extrusions in New Bundles 


Pittsburgh—Aluminum Co. of 
America is offering extrusion 
ingot in new, rectangular bundles 
requiring less storage space than 
the previously used hexagonal 
bundles. Wooden runners keep 
ingots off the floor, avoiding dirt 
contamination and facilitating 
fork truck handling. A paper dust 
cover under the straps holds the 
bundle together. 

Extrusion ingot up to 45 in. 
will be packed in 2,000-Ib. rect- 
angular bundles, and 45 in.- 
48 in. ingot in 2,500-Ib. to 3,000- 
Ib. lots of the same shape. 

Ingots larger than 14 in. dia., 
or 48 in. long, will be shipped 
loose, or in nonstandard bundles. 


Super Pure Aluminum 
Mead, Wash.—Kaiser 


has increased by 55% the capac- 
ity of its reduction plant here for 
producing super pure aluminum. 

The company now has five re- 


Alu- 
minum & Chemical Corp. said it 


fining cells in operation here— 


| Product News in Brief | 


more than 380,000 Ib. annually. 
The super pure metal is obtained 
by refining standard aluminum 
under carefully controlled con- 
ditions so that the amount of im- 
purities in the metal is reduced to 
a guaranteed maximum _ of 
008%. 

Available in 6, 22 and 50 Ib 
ingots, the super pure aluminum 
is used mainly for petroleum cat- 
alysts in producing high octane 
gasoline, foil for electrical capac- 
itors and for decoration in such 
consumer products as appliances 


and costume jewelry. 


> 


SHATTERPROOF LAMPS, treated with silcone, resist the shock of molten 
metal and other environmental conditions. GE shields lamp (left) with 
invisible, outer surface coating. Rubbery silicone bonds fiberglass to 
the glass bulb of the Duro-Test Corp.’s lamp. Stream of ice water fails 
to affect lamp after a single drop explodes conventional lamp. 


New Barrier Board 


Lewiston, Idaho — Potlatch 
Forests, Inc., has announced a 
high impermeability barrier 
board which it expects will com- 
pete in many packaging areas 
with plastics, metals, and glass. 

A polyvinylidene _ chloride 
coating gives the new paperboard 
a high resistance to moisture, 
grease, air, gases, odors, and 
many acids. Initial production 
is slated for use in bakery boxes, 
meat trays, picnic plates, and 
similar items. Industrial pack- 
aging with the paper board will 
range from motor oils and chem- 
icals to photographic film and 
pharmaceuticals. 


The 


Solved the Pilferage 
Problem in Staplers 


And...did you 


The same high quality you enjoy in Swingline Staplers is yours in Swingline Staple 
Removers. Extract staples in one easy, quick movement saving fingernails and 
paper...won’t tear even the thinnest onionskin. Crisply modern in design with all 
metal parts finished in gleaming, tarnish-proof chrome, this handsome Staple 
Remover comes in 4 favorite colors: red, green, black and grey. Write for a com- 
plete list of Swingline Office Aids. 
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each cell with a rated capacity of 


President 
of Swingline Mite 


How American Ingenuity 


ane 


R IMPRINT 
HERE 


FREE! 


trademark. 


know Swingline also makes Staple Removers? 
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Disappearing staplers had been a major problem in many business firms until 
Swingline Research Experts came up with the answer: an exclusive imprinting 
process that permanently identifies every stapler you buy with your firm name or 


INC., Long Island City 1, New York 


RESULT: Major firms throughout the country who are now using Swingline 
No. 27 Imprint Staplers find people love them...but leave them. 


World's Largest Manufacturer of Staplers for Home and Office 


P/W Looks At 
New Packaging 


Polypropylene Film 


Overwraps or Shrinks Packages 

Film with high resistance to grease, oils, 
chemicals, and solvents has good moisture 
and gas barrier properties. It comes bi- 
oriented (2 mil to 1 mil) as an unsupported 
packaging film or for shrink packaging, and 
in a slot extruded type (2 mil and up) as 
an Overwrapping material. It must be treated 
for printing. 

Prices: $1.15/lb. (1 mil). Delivery: im- 
mediate (limited quantities). ; 

Visking Co., 6733 W. 65th St., Chicago 
38, Ill. (PW, 5/1/61) 


Packaging Machine 


Handles Cans or Glass 


Automatic machine packs conventional 
glass or can shapes of from 6- to 16-oz. 
sizes at up to 120 units (20 six-packs) per 
min. It produces packages up to 9 in. 
high, 95"; in. long, and 6% in. wide. Change- 
over time is 90 min. or less and operating 
speeds can be altered by changing sprockets. 

Price: $2,500 rental (first two yr. and then 
nominal charge). Delivery: approx. 6 wk. 

Mead Packaging, P. O. Box 4417, At- 
lanta 2, Ga. (PW, 5/1/61) 


Polyethylene Resin 


Makes Extruded Film 


Polyethylene resin specifically tailored for 
extruding film for packaging applications. A 
film extruded at 355 F, 1.5 mil x 38 in. lays 
flat, and 2 to 1 blow-up ratio has, excellent 
blocking resistance and treatability; tensile 
strength at yield of 1,400 psi; tensile strength 
at failure of 2,700 psi. 

Price: 2712¢/\b. Delivery: immediate. 

Monsanto Chemical Co., Plastics Div., 
Springfield, Mass. (PW, 5/1/61) 


Bag Sealer 


Seals 6-mil Polyethylene 


Portable machine seals polyethylene bags 
up to 6-mil thick, producing an air-tight seal 
¥g in. wide and up to 12 in. long. An exact 
control maintains a constant temperature 
which may be changed immediately when 
needed. The 8 in. x 15 in. unit weighs 22 
lb. and operates off 115 v. at 60 cps. The 
sealing surface is guaranteed against burn- 
out. 

Price: $148.50. Delivery: immediate. 

Cleveland-Detroit Corp., 5400 Brookpark 
Rd., Cleveland 29, Ohio. (PW, 5/1/61) 
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Sealing Machine 


Ties Plastic Bags 


Machine automatically seals plastic bags 
by tieing them at the neck with a plastic- 
covered wire tape. The electric unit twists 
and seals the necks of bags weighing from 
Y2\lb. to 10 Ib. It operates at speeds of up 
to 45 to 55 bags per min. The machine 
works off 110 v. a.c. 

Price: $2,500. Delivery: 60 days. 

Plas-Ties Co., Santa Ana, Calif. (PW, 
5/1/61) 


Enclosed Glue System 


Cuts Packaging Machine Costs 

System for machines now using gravity or 
open-type glue pots pumps water-soluble 
adhesives through sealed lines from its own 
supply tank to point of use. Excluding out- 
side air, it maintains proper viscosities and 
needs only periodic cleaning. Depending on 
the system it replaces, glue savings are from 
15% to 30%. 

Price: $1,500 to $2,000. Delivery: 2 to 
3 wk. 

American Can Co., Marathon Div., 
Menasha, Wis. (PW, 5/1/61) 


Polyamide Film 
Has High Tensile Strength 


Polyamide film has transparencies from 
hazy to clear depending on grade. Tensile 
strength is near 10,000 psi. in unoriented 
form. Film is produced in 1- to 10-mil 
thicknesses and has excellent odor and gas 
impermeability and resistance to oils and 
fats. It is thermally and electronically seal- 
able. 

Price: approx. $2.30/lb. to $2.41/lb. De- 
livery: immediate (limited quantities). 

Allied Chemical Corp., 40 Rector St., 
New York 6, N. Y. (PW, 5/1/61) 


Case Sealer 
Permits Glue Savings of 80% 


Machine seals cases of from 8 in. x 6 in. 
x 5 in. to 20 in. x 18 in. x 18 in. Packed 
cartons are fed to the machine by roller 
conveyor and automatically glued and sealed. 
The fully enclosed glue applicator eliminates 
the need for daily cleaning and can save 
up to 80% on glue consumption. The unit 
takes 15 ft. x 4 ft., 2 in., of floor space. 

Price: $4,450. Delivery: 4 wk. 

National Equipment Corp., 153-157 
Crosby St., New York 12, N. Y. (PW, 5/1/ 
61) 


Packaging Machine 
Wraps Multiple Items 


Machine builds a custom-fitted poly- 
ethylene bag around nuts and bolts, washers, 
rivets, etc. in a one-step operation. It auto- 
matically packages granular products also. 
The machine is available with shrink tunnel 
or conveyor and makes packages of from 
4 in. to 20 in. wide, and from 6 in. to 20 
in. long. 

Price: $2,995, machine; $525, tunnel; 
$595, conveyor. Delivery: 4 wk. 

Mehl Mfg. Co., 2057 Reading Rd., Cin- 
cinnati, Ohio. (PW, 5/1/61) 
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Cellophane 
increases Yield Up to 19% 

Cellophane grade has an increase in its 
maximum yield level of 19%. Five other 
grades have increased yields of about 5% 
each. The six grades, now yielding from 
22,000 sq. in./lb. to 25,000 sq. in. lb., 
are primarily for packaging of baked foods 
and cigars and cigarettes. 

Price: 62¢/lb. to 79¢/lb. Delivery: 
immediate. 

E. I. Du Pont de Nemours & Co., Inc., 
Film Dept., Wilmington 98, Del. (PW, 
5/1/61) 


Heat-Shrink Tunnel 
Provides Skin-Tight Packaging 

Tunnel provides skin-tight packaging for 
items wrapped or sealed in shrinkable films. 
Individual heat controls for, top, bottom, 
and sides give even, all-around shrinking 
within an approximate heat range of 200 F 
to 600 F. Over-all dimensions are 25 in. 
wide, 50 in. high, and 56% in. long. The 
unit weighs about 175 Jb. and is available 
with casters. 

Price: $500. Delivery: 2 wk. 

Sealaround Corp., 2024 S. Wabash Ave., 
Chicago 16, Ill. (PW, 5/1/61) 


Vacuum Former 


Produces Blisters 


Vacuum forming machine for production 
use makes blisters from any thermoforming 
material wihch may be sheet- or roller-fed. 
Platen size is 20 in. x 20 in. and changeover 
of different size molds takes only a few 
minutes. The machine comes complete 
with all controls, tubular heater, power 
vacuum pump, and automatic timer. 

Price: $1,595. Delivery: 2 to 3 wk. 

Plast-O-Craft Corp., 391 Mulberry St., 
Newark, N. J. (PW, 5/1/61) 


Polyethylene Resin 
Produces Machinable Film 


Polyethylene resin produces a clear film 
with high strength which handles easily on 
most types of bag-making and packaging 
machinery. Blown film extruded from the 
resin is recommended for produce packaging 
and similar applications; cast film, for form- 
and-fill packaging and for side-weld and 
back-seam bags. 

Price: 27'2¢/lb. Delivery: immediate. 

U. S. Industrial Chemicals Co., 99 Park 
Ave., New York 16, N. Y. (PW, 5/1/61) 


Pouch Forming Machine 


Has Two Filling Tubes 

Double-tube unit precision-measures and 
packages free-flowing products. Separate 
drives permit operation of the tubes inde- 
pendent of each other. Forms packages 
from roll stock of heat-sealable film, paper, 
foil, or laminate, producing packages of 
from 2 in. x 3 in. to 8 in. x 14% in. 

Price: $17,500 (equipped for polyethy- 
lene). Delivery: 7 mo. 

Food Machinery & Chemical Corp., 4900 
Summerdale Ave., Philadelphia, Pa. (PW, 
5/1/61) 


Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 
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PACKAGING methods and materials are changing at such a rapid pace 
that the user must make periodic reviews of his entire program if he doesn’t 
want to get left far behind. Even industrial users are coming to realize that 
packaging is a potent sales tool. 


Here are the latest trends in packaging machinery and materials as seen at 
the recent American Management Assn. annual show in Chicago: 


PLASTICS: Still the hottest packaging material. Interest in shrinkable 
films is especially high. They cost no more and give an attractive, tight- 
fitting package. The product is wrapped in conventional manner and then 
fed through a “heat tunnel” (usually consisting of infrared lights). The 
skintight pack emerges from the far end of the tunnel. 


® Polypropylene is touted as the growth film in the industry. With new 
facilities coming at a rapid clip (the latest was Hercules’ 60-million Ib. year 
plant on stream last month) material suppliers are stepping up promotional 
activities to get the film adopted. Polypropylene is cheaper than cellophane 
and competitive with polyethylene on a cost per square inch basis. 


© Foamed plastics, especially polystyrenes, and polyurethanes are expected 
to have a tremendous future—both in industrial and consumer packaging. 
The foams are inexpensive, protect fragile components, have a good appear- 
ance, and offer excellent insulating properties. Sun Chemical Corp. has 
expressed confidence in foam business by purchasing Dyna-Foam Corp., a 
pioneer in extruded polystyrene foam. Their product, now trademarked 
Xanfoam, is expected to replace paper in a number of applications. 


@ Although widespread use of water soluble PVA (polyvinyl alcohol) 
film hasn’t lived up to predictions of several years ago, producers say several 
products now are coming out of the test-marketing stage. The film dissolves 
in water and is designed for selling premeasured units of bleach, soap pow- 
ders, bubble bath, etc. 


®@ Cellophane makers are offering films that give more square inches per 
pound, which means lower prices per square inch. DuPont introduced six 
the first day of the packaging show. Not to be outdone Olin Mathieson sent a 
hurry-up call to its labs, and in what may well amount to a record time for 
new product introduction, announced five higher yield films two days later. 
Industry observers, however, cautioned users to investigate the thinner new 
films carefully to make sure they can do the job. 


ALUMINUM: The light metal has made solid gains in the can industry. 
notably in frozen juice market (60% of 6-0z. production). Introduction of 
lighter tinplate, and new aluminum foil can, however, has led aluminum 


leaders to temper earlier optimistic views on per cent of market penetration 
expected. 


General consensus is that future of aluminum in canning lies in com- 
bination units. Foil, cardboard can with aluminum top, new tear open top 
and steel cans with aluminum tops and bottoms are expected to have a 
bright future. Alcoa has calculated that it would take 500-million Ib. of 
aluminum just to put a tear-off top on every can. 


MACHINERY: A variety of packaging machines designed expressly for 
the smaller manufacturer are now on the market. They are designed to let 
the user pack a variety of different items in plastic on relatively inexpensive 
machines. Skin and shrink packs are especially attractive for small quantities. 


@ Quantity packagers, on the other hand, are repeating oft-heard com- 
plaints that the machinery makers are lagging the material producers. They 
say that high-speed machinery is not available to handle newer techniques 
such as shrink packaging, and newer films such as polypropylene. 


@ Packaging machinery in general continues the trend towards higher 
speeds, greater versatility, and automation. The use of diclectric and hot 
melt sealing methods is increasing and builders are now experimenting with 
ultrasonic sealing techniques. 


AEROSOLS: Hectic growth of aersol packaging continued on schedule 
last year. Over 600-million units were sold—up from less than 50 million 
units 10 years ago. A new can developed by American Can is expected to 
open new markets in food products, cosmetics and pharmaceuticals. Can 
features a free-moving piston that keeps the gas from coming in contact with 
the material being dispensed. When the valve on the top of the can is pressed, 
releasing the pressure, the propellent pushes the piston up, ejecting the 
product from the nozzle. 
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Cellophane 
Has High Yield 


Five cellophane films are moisture-proof 
materials with packaging applications rang- 
ing from food with high shortening content 
to small packs such as cigarettes, Yields 
range from 25,000 sq. in./Ib. to 22,000 sq. 
in./lb. Individual characteristics include a 
polymer coating, heat sealability, and good 
machinability. 

Price: 62¢/Ib. /9¢/\lb. Delivery: im- 
mediate. , 

Olin Mathieson Chemical Corp., 
Madison Ave., New York (PW 5/1/61) 


Now we’re set for a big 


future! Thanks for insisting! 


Include the Graybar man in your elec- 
trical planning. 

The recommendation he makes comes 
from experience with countless kinds of 
power distribution equipment, motors, 


controls, wiring and lighting supplies. 
Call Graybar for i tial - 
dations... and able, intheplant help. «©6909 LE CTRIC COMPANY, ING, 
We'll work with you or your electrical 
contracter. 95 


420 LEXINGTON AVENUE, NEW YORK 17, N. ¥. @ OFFICES IN OVER 130 PRINCIPAL CITIES 
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Labeler-Imprinter 


Attaches 120 Labels Per Minute 


Machine imprints and attaches pressure- 
sensitive labels at speeds up to 120 per min. 
[he imprinter handles labels of from 1% 
in. x ¥2 in. to 4% in. x 4% in., and prints 
from type or rubber plates. The imprinter 
is electronically coupled to the labeler. 

Price: $1,278, imprinter; $1,850, labeler. 
Delivery: immediate. 

Avery Label Co., 1616 S. California 
Ave., Monrovia, Calif. (PW, 5/1/61) 


Strapping Mechanism 
Adapts to Needs 


Steel strapping mechanism 
adapts to any degree of automa- 
tion for feeding, tensioning, seal- 
ing, and cutting. The air-pow- 
ered, electrically controlled unit 
weighs only 75-lb. and can be 
interchanged easily between dif- 
ferent machines. It handles strap 
widths from 3% in. to % in. 


Price: $1,680. Delivery: im- 
mediate. 


Acme Steel Co., 135th St. & 
Perry Ave., Chicago 27, Til. (PW, 
5/1/61) 


COMPETITIVE NATIONAL 
PRODUCT CLEARCHEM 
ERI em 


Bottle-Labeling Adhesive 
Is Transparent 


Transparent adhesive climi- 
nates unsightly smears from bot- 
tle labels. It runs cleanly in 
handling, and grips virtually any 
kind of label stock. The adhesive 
has good pot stability, is not 
stringy, machines the same in any 
climate, and is ice-proof and wa- 
ter-resistant. 


Price: 22¢/lb. Delivery: imme- 
diate. 


National Starch & Chemical 


Corp., 750 Third Ave., New 
York 17, N. Y. (PW, 5/1/61) 
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P/W Goes to the Packaging Show 


Strapping Machine 
Binds With Rayon Cord 


Strapping machine is fully automatic and 
designed for application of rayon cord strap- 
ping from %4 in. to % in. wide. One model 
handles packages from 6 in. x 6 in. (or any 
24-in. periphery) to 20 in. x 20 in. Another 
ranges from 15- x 15-in. to 36- x 36-in. 
packages. Both handle packages of any 
length. 

Price: $3,800 and $3,950. Delivery: 60 
days. 

American Viscose Corp., 1617 Pennsyl- 
vania Blvd., Philadelphia 3, Pa. (PW, 
5/1/61) : 


Packaging Machines 
Seals on Four Sides 


Machine makes a polyethylene bag and 
seals it on all four sides in one operation, 
using power only when the seal is being 
made. It can make packages as small as 
postage-stamps and comes in six models 
with maximum bag sizes of 12 in. x 12 in. 
to 15 in. x 30 in. The machine may be used 
as a table or floor unit. 

Price: $360 to 432. Delivery: immediate. 

Cherrin Products Co., 6340 Miller Rd., 
Dearborn, Mich. (PW, 5/1/61) 


Heat Sealer 
Seals Blister Packages 


Machine heat seals through 
card and plastic to join materials 
without deformation of blister or 
damage to product. The metal 
loading tray is completely flat and 
withstands pressure pounding, re- 
ducing the chances for card warp- 
age or imperfect sealing. 


Price: $1,990 (basic machine). 
Delivery: 3 to 4 wk. 


Tronomatic Heat Sealer, 25 
Bruckner Blvd., Bronx 54, N. Y. 
(PW, 5/1/61) 


Strapping Machine 


Feeds Automatically 


Machine with automatic feed 
adapts to any high speed assem- 
bly line or conveyor operation. It 
automatically applies, tensions, 
and seals a high strength rayon 
tape (is in. wide) on variable 
size packages up to 18 in. high, 
24 in. wide and over 10 in. long. 


Price: $1,800/yr. rental for 
3 yr.; $1,200 for 4th yr.; $900/ 
yr. thereafter. Delivery: immedi- 
ate. 


Chicago Printed String Co., 
2300 Logan Blvd., Chicago 47, 


Ill. (PW, 5/1/61) 
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Electric Trucks REQUIRE LESS MAINTENANCE 


Simpler censtruction and fewer moving parts, 
combined with the vibrationless, rotary motion 
of the electric motors, make minimum repair 
and replacement on battery-powered electric 
trucks self-evident. 

Add less maintenance to a convincing list of 
other benefits—lower operating costs, maneu- 
verability, clean, quiet and safe operation— 
and you can easily see the main reason why 
users indicate a preference for battery-pow- 
ered electric trucks for modern, efficient ma- 
terials-handling jobs of all types. 

Electric truck users generally agree on one 


other point, too—Gould Batteries for longer , 
life. With the new Silconic Plate, Gould Bat- 
teries offer up to 25% longer life. 

Join the list of users who prefer this ideal 
combination of electric trucks and Gould Bat- 
teries. For more information, write or call your 
local Gould representative. Ask for booklet 
“Why We Use Battery-Electric Industrial 
Trucks.” Gould-National Batteries, Inc., First 
National Bank Building, St. Paul 1, Minnesota. 
In Canada, write to Gould-National Batteries 
of Canada, Ltd., 1819 Yonge St., Toronto, Ont. 


More Power to You from G 0 U L DB 
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Five Timely Tips to Help Cut Your Expenses 


M ost screw machine product producers in the U.S. are small, and produc- 
tion facilities vary widely from one company to another. This leads 
to wide price spreads in bids—and large opportunities for potential savings for 
the P.A. According to the Manufacturing Standards & Technical Research 
Committee of the NSMPA (National Screw Machine Products Assn.) there are 
five ways buyers can cut screw machine product costs: 


(1) Avoid Rush Deliveries 


Although screw machine product producers don’t need a long lead time for 
tooling, rush deliveries expose the buyer to two hazards: higher material costs 
and less efficient machining. 

Higher material costs result because the SMP vendor—who can often take 
advantage of lower mill-order prices if given sufficient time—must go to 
higher-priced warehouse sources to get material. Most vendors have some equip- 
ment which is faster and more efficient than other machines in the shop. The 
fast machines are booked first because they are the most profitable; thus, the 
customer who asks for goods in a hurry may paradoxically have to take his order 
off the slower machines. 


(2) Order In Quantity 

By the time a SMP supplier has set up a job, made the necessary machine 
adjustments, and worked up to full production rates, he may well have 20 hours 
or more invested in the job. From that point on, the more units he runs on 
the one setup, the cheaper each unit becomes. Long runs thus lead to substantial 
price savings. 

If you plan to use a large quantity of a part and want delivery spread out 
over a number of smaller lots, let the supplier know what total quantity is 
expected. A vendor who knows he is working on a million-part order spread 
over a year or two, instead of a 50,000 unit short order, may be able to invest 
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in a special attachment that would knock the buyer’s price down considerably. 

Variations in length of bars from the mills, and greater or fewer scrap parts 
than anticipated, may result in an actual production plus or minus 10% for the 
quantity ordered. If the quantity you need must be considered a minimum in 
order to fill your assembly requirements, specify “minimum” on the order, and 
accept any over-run. 


(3) Don’t Overspecify Tolerances 


It has become fashionable in recent years for engineers to specify exceedingly 
fine tolerances because they know SMP machines are being built which can 
deliver tolerances as high as 0.000S-in. (the standard industry tolerance is 
0.005-in.). A buyer can get fine tolerances if they are needed, but it is wasteful 
to call for specifications not needed in the application of the product. The 
same holds true for sharp corners, concentricity, square bottom holes, burring, 
grinding, and finishes. 


(4) Use Vendor's Knowledge 


Vendor’s engineers can often come up with cost cutting tips. One SMP 
producer, for example, has a half-million blueprints of different screw machine 
setups in its files and admits that these don’t exhaust all the possibilities. Faced 
with such a multiplicity of choice in the important setup phase of production, 
the P.A. would be foolhardy not to consult the experts. 

The estimator-engineer is often the key to cost cutting. On the same job, 
one estimator might see where drawing the stock to size and paying the 
materials extra would be cheapest; another might say a skin cut had to be 
taken; while a third might call the P.A. and inform him that the part was 
just 0.0002-in. under a standard size. The third shop would probably get the 
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These Practices Cost Money How to Keep Prices Down 


Small Quantities Machine setup, tools and other overhead If parts are standard, order as large a quantity as 
must be apportioned over a shorter run. possible. The added inventory carrying charge may 
cost less than short run production. 


Poor Machineability = Hard-to-machine materials shorten tool Select the most easily machined material consistent 
life and cause frequent downtime. with actual use of the part. Free machining steel or 
nonferrous metals may do the job. 


’ Special Threads — Cost of special threading tools, gages, and Specify American National or Unified threads where 
inspection is too high. possible to eliminate special tooling. 

] Special Diameter Holes Require expensive special drills, reamers, Use hole diameters that can be obtained with stand- 

| and plug gages. ard drills and reamers. 

| Unnecessary Finish Special finish may involve unnecessary Finish makes no difference if the part is not seen, or 
shaving, grinding, or other treatment. does not move or require a close fit. Do not specify 


the unnecessary. 


Second Operations Operations performed after the piece is Check design to see if an operation can be omitted 
cut from the bar increase production time, or performed on the automatic. Be on the lookout for 
cost more than screw machine steps. unnecessary burring or concentricity. 


Excessive Thread in Holes High percentage of thread in tapped hole Consult thread strength data to make sure you are 
leads to tap breakage, machine down not specifying higher percentages than needed to 
time, and costly inspection. provide necessary strength. 


-When Purchasing Screw Machine Products 


job for the price of a phone call and some smart thinking, and the buyer would SMP for all work complete at the unit price, plus work in process on basis of 
get the savings. percent completion, raw material, unamortized tooling, engineering charges, 


and handling and overhead charges. 
(5) Match the Vendor to the Job 
Many experienced P.A.’s have asked, “Why do requests for SMP quotes Profile of the SMP Industry 


bring in such widely varying bids?” 

Much of the price spread can be traced directly to differences in produc- 
tion facilities. Seven U. S. firms make automatic screw and bar machines in 
both single and multiple spindle models. Add a wide variety of attachments and 
options to the brew and you find over 1,000 different combinations of equip- 
ment available. Some of these are better suited to produce a particular order— 
hence the spread in costs. 

Cost factors are further complicated through “tricks of the trade.” Skill and 
ingenuity play a large part in keeping costs down. One owner of an SMP 
shop, for instance, kept a substantial edge over his competitors for years by 
the deceptively simple trick of making a soft iron cam first, adjusting and altering 
his processes on these preliminary cams, and making hard steel cams for long- 
run jobs when all the bugs were out. 

A NSMPA study found member companies spent a median of 32.5% of 
total costs for raw material. The figure ranged from a low of 19% to a high 
of 49%. Surprisingly, the firm reported 49% material costs showed a 10.5% 
profit that year, while the company spending 19% on materials made only 8.5%. 

The vendor will submit samples for approval before starting the production 
run if requested, but he does so with the understanding that his machines are to 
be run immediately after they're set correctly to the buyer’s accepted specs. 
Any changes in specifications can be made only at the buyer’s direction and 
expense. 

If orders are cancelled or deliveries deferred, the user must usually pay the 


@ Although there are more than 450 companies in the 
industry with 20 or more employees, only 25 have over 100 
workers. 

@ The industry is characterized by relatively small, 
owner-operated firms. 

© Most SMP buying is done within 150 miles of the cus- 
tomer’s plant. The industry is one of the least concentrated 
geographically in the country. 

@ It takes more firms to account for the first 25% of total 
dollar sales in this industry than in any other industry in 
the U.S. 

@ The National Screw Machine Products Assn. in Cleve- 
land has 260 member firms. The association puts out a 
directory listing member companies, their equipment, 
materials each works with, secondary operations offered, 
and any specialization in products. 

© NSMPA members’ backlogs are presently down to six 
to seven weeks compared to eight weeks at the beginning 
of 1960. Production rates, however, have slipped in the 
meantime. The NSMPA member firms actually ate up $100- 
million worth of the backlog last year. 
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Rotogravure Printer 


Prints Paper, Film, or Foil 


Rotogravure unit, designed for use with 
web-fed packaging machinery, prints on 
paper, film, or foil. It is 6 in. long, 25 in. 
high, and up to 20 in. wide. A circulating 
ink supply assures fresh and uniform ink at 
all times, and a rotating printing cylinder 
prevents drying of ink when the machine is 
stopped. 

Price: $2,500 (6-in. width) and $60 for 
each additional in. Delivery: 8 wk. 

Pratt Mfg. Co., 3097 W. Mill Rd., Mil- 
waukee 9, Wis. (PW, 5/1/61) 


GRAVURE PRINTER 
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Polyethylene Container 
Has Plastic-Metal Closure 


Closure which crimps onto polyethylene 
containers is available for 5- and 15-gal. 
sizes. It is applied over an attached adapter 
ring and crimped with a closing tool. The 
closure is made of polyethylene and plastic 
but no metal contacts the container’s con- 
tents in use. 

Price: 96¢ to $3.90 (depending on size, 
quantity, and outerpack). Delivery: im- 
mediate. 

Hedwin Corp., 1600 Roland Heights 
Ave., Baltimore 11, Md. (PW, 5/1/61) 


— 


American Oil & Supply Co. 
meets chemical needs 
with flexibility 


Whether by the pound or by the truckload, on 
a rush or scheduled delivery basis, American 
Oil & Supply Company has kept pace with its 
customers’ expanding chemical requirements 
since 1895. 


To supply its customers in the New York-New 
Jersey area, the company maintains ample 
stocks of a wide line of chemicals. A visible 
record file system allows for swift stock adjust- 
ments to meet fluctuating seasonal needs such 
as chlorine and HTH®. 


Adjacent to tidewater, the 6 acre Newark plant 
has 2 railroad sidings and loading facilities to 
handle 15 to 20 trucks simultaneously. An 
emergency delivery truck is held in reserve for 
rush deliveries. 


American Oil & Supply Company is typical of 
the outstanding chemical distributors handling 
Mathieson chemicals. We will be pleased to tell 
you about a distributor in your area. Write Olin 
Mathieson, Baltimore 3, Maryland. 


411 
CHEMICALS DIVISION ©J Im 


“Only a quality business can endure” 


Dispatcher gives driver last minute instructions 
for special truck delivery. 


Cylinders are filled with Mathieson chlorine 
directly from tank car. 
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z = ff 
Modern, bright, air-conditioned office makes 
for maximum efficiency. 


MATHIESON Chemicals —Ammonia * Sodium Bicarbonate « Carbon Dioxide * Caustic Soda * Chlorine * Formaldehyde * Hydrazine and De- 
rivatives * Hypochlorite Products * Methanol * Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium Chlorite Prod- 
ucts * Sodium Methylate * Sulfur (Processed) * Sulfuric Acid « Urea * Ethylene Oxide * Ethylene Glycols * Polyethylene Glycols * Propylene Oxide * 
Propylene Glycols * Polypropylene Glycols ¢ Ethanolamines * Glycol Ethers * Surfactants * Ethylene Dichloride * Propylene Dichloride 
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Rigid Vinyl 
Comes in Varied Types 


Rigid, high-gloss vinyl is avail- 
able in clear, transparent, and 
colored rolls and sheets from 5 
mil to 80 mil thick. It is intended 
for packaging applications re- 
quiring strength and rigidity. It 
is chemically resistant, dimen- 
sionally stable, and highly form- 
able. 


Price: 1912¢/1,000 sq. in. 
(on 1,500-ft. foll, 22 in. wide, 
and 5 mil thick). Delivery. im- 
mediate (limited quantities). 


Nixon Baldwin Chemicals, 
Inc., Nixon, N. J. (PW, 5/1/61) 


Loader-Sealer 


Packages Automatically 


Loading and sealing units com- 
bine to form a single, integrated 
machine to automate completely 
film bag packaging. The loader 
holds 1,000 bags at a time in the 
magazine and requires only one 
operator to start products into 
the intake. The bag sealer needs 
no warm-up and seals to within 
1/32 in. of the contents. 


Price: $9,975. Delivery: 3 mo. 
Carbert Mfg. Co., 143 Sidney 


St., Cambridge 39, Mass. (PW, 
5/1/61) 
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Polypropylene Film 


Has High Yield 

Oriented polypropylene film with a high 
yield (60,000 sq. in. at .5 mil thickness) is 
intended for general packaging usage and 
thermoforming. The material is heat seal- 
able at 300 F to 310 F. Other character- 
istics include: tear strength, 10 gm. to 20 
gm.; haze, 0 to 2%; friction coefficient, 0.4 
to 0.5. 

Price: approx. .024¢/sq. in. (.024 mil). 
Delivery: immediate (limited quantities). 

Avisun Corp., 1608 Walnut St., Phila- 
delphia, Pa. (PW, 5/1/61) 


Tape Dispenser 

Handles Gummed & Reinforced Tapes 

Electric machine can dispense both 
gummed and reinforced gummed tape in- 
stantly. It delivers tape to any desired length 
at touch control without dials or adjust- 
ments, and has a floating shear-type knife 
with an upper blade easily removable for 


maintenance. The unit dispenses tapes up 


to 3 in. wide, 


and is available with an 


optional water heater. 

Price: $144. Delivery: immediate. 

Derby Sealers Div., Minnesota Mining 
& Mfg. Co., Derby, Conn. (PW, 5/1/61) 


Packaging Machine 


Uses Stretch Package 


Machine wraps packages in 
three-dimensional package of 
paperboard and stretch plastic 
envelope. Operators place the 
product in a plastic pouch of a 
die-cut card which is then folded 
over the product and sealed. 
Maximum package size is 18 in. 
long, 14 in. wide, and 5 in. deep. 


Price: approx. $13,000 (spread 
over lease arrangement). De- 
livery: 10 wk. 


Inpak Systems, Inc., 141 E. 
44th St., New York 17, N. Y. 
(PW, 5/1/61) 


SCOT’ 


OUTBOARD 
MOTORS 


Decal Stock 
Has Metallized Finish 


Decal stock for nameplates 
and emblems is a 3-mil Mylar 
with chrome or gold finish, 
backed by an adhesive which 
builds up to a 90-0z./in. adhesion 
in 24 hr., making repositioning 
possible. It can be diecut and 
silk-screened and adheres to any 
metal, wood, glass, leather, and 
plastic surfaces, painted and un- 
painted. 


Price: $147.50 (24 in. x 60 
yd. in roll or sheet form). De- 
livery: immediate. 


Permacel, New 
N. J. (PW, 5/1/61) 


Brunswick, 
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“You mean just two strips are 
strong enough to hold?” 


You bet, plenty strong enough! Why? Because 
this tape is reinforced, that is, steel-like fibers are 
sandwiched between layers of high strength kraft 
paper. 

What’s it mean to you? Just this . . . you can seal 
your cartons faster . . . 6624% faster than by the 
usual method of using six strips of ordinary tape. 
This two strip method of sealing with reinforced 
tape is approved by rail, air and truck carriers. 


reinforced paper, foil, plastics and 
other products for construction, 


: ; DIVISION OF 
industrial packaging and agriculture 
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This labor-saving idea can mean economies in 
your shipping room with no sacrifice in quality 
whatever. In fact, your customers will like this im- 
provement as it means speedier and safer opening 
and greater carton re-use. 

For a sample of this amazingly tough tape and 
additional information, write American Sisalkraft 
at Attleboro, Massachusetts. 


f 


CHICAGO 6 « NEW YORK 17 + SAN FRANCISCO 5 


ST. REGIS PAPER COMPANY 


American SISALKRAFT Company 
aie: it 


Strike of Machinists Settled 
In San Francisco Bay Area 


San Francisco—A West Coast labor 
dispute, which had idled 10,000 Bay 
Area machinists and prevented another 
5,000 from going to work, was settled 
last week. 

The International Assn. of Machinists 
backed off from its 15¢-34¢/hr. demands 
on a One-year contract, and reached an 
agreement with the California Metal 
Trade Council on a two-year contract 
whch hiked wages 6¢-10¢ the first year, 
and 5¢-9¢ the second. 

In other developments: 

@ International Longshoremen’s and 
Warehousemen’s Union here said it will 
seek 10¢/hr. wage increase plus an added 
10¢/hr. for men working in ships’ holds. 
Increased pension and welfare demands 
were outlined. 

® Portland, Ore., and other cities pre- 
pared for local cartage negotiations with 
Teamster President James Hoffa follow- 
ing an agreement in Seattle which gave 
cartage employees wage increases of 
45¢,hr. over the next three years. 


m@ a review of 
your company’s 
fire protection 
program...now, 
may turn out to 
be one of your 
best decisions 


Bem 


: 


Write for our latest catalog describing 
Ansul's complete line of hand portable 
dry chemical, carbon dioxide and water 
extinguishers, wheeled, stationary, mobile 
units and automatic systems. 


State 


ANSUL CHEMICAL COMPANY 
101 STANTON ST. MARINETTE, WISCONSIN 
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Answers to Strategy Games on Page 26 


Answer to Problem | 


Tom looked at the over-all costs that could occur, and decided to average them 
out to get the “expected over-all cost.” For 60 Compressors, he found, this would 
be represented by an equally likely outcome. Therefore, he averaged ($0 4- $100,- 
000 $200,000 $300,000) — 4, or $150,000. He performed the same cal- 
culation for the other order levels, and constructed the following summary table: 


Number of Expected Over-all 
Compressors Cost 
Ordered ($1000) 
60 150 
70 87.5 
80 62.5 
90 75 


From this table, it was clear that the minimum expected cost would be incurred 
by ordering 80 Compressors. 


Answer to Problem Il 


Al proceeded as before. First, he constructed a table indicating the over-all 
costs associated with each order decision and each level of actual demand, remem- 
bering that each Dual-Turbulator now requires two Compressors. He then deter- 
mined the expected costs associated with each order level by averaging the over-all 
costs for the possible outcomes. This lead to the following summary tables: 


Table | 
Cost of 
Cost of Scrapping Over-all 
No. Compressors Demand for Lost Sales Compressors Costs 
Ordered Dual-Turbulators ($1000) ($1000) ($1000) 
100 50 0 0 0 
55 80 0 80 
60 160 0 160 
65 240 0 240 
110 50 0 50 50 
55 0 0 0 
60 80 0 80 
65 160 0 160 
120 50 0 100 100 
55 0 50 50 
60 0 0 0 
65 80 0 80 
130 50 0 150 150 
55 0 100 100 
€0 0 50 50 
65 0 0 0 
Table Il 
Number of Expected Over-all 
Compressors Costs 
Ordered ($1000) 
100 120 
110 72.5 
120 57.5 
130 75 


These calculations showed that 120 Compressors should be ordered. 
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NEW lighter weight 
Starrett 


SATIN-CHROME 
master vernier 


height gage 


In the new, popular priced, No. 
255 Series Flush-Reading Master 
Vernier Height Gage, Starrett pre- 


+60) Oeeene cee oneeer ee 
- 


sents a lighter weight companion to 
the No Master 
Vernier Height Gage 


254 heavy duty 


Combining just the right balance 


and weight for precise, effortless 


handling, it features a new, open- 
face, easy-reading design with long 
widely-spaced, 50-division vernier 
flush fitted to eliminate parallax 
errors; hardened and stabilized mas- 
ter bar with combination straight 
and angular ways; new hand-fitting, 
natural grip base; full range direct 
reading: no-glareSATIN-CHROME 
finish on all reading surfaces plus 
many other precision features 

Ask your nearby Industrial Sup- 
ply Distributor to show you new 
Starrett No. 255 Master Vernier 
Height Gage. Call him for any of the 
more than 3,500 quality products in 
the complete Starrett line or write 
for Cat. No. 27. Address Dept. PW, 
The L. S. Starrett Company, Athol, 
Massachusetts, U.S.A 


World's Greatest Toolmakers 


PRECISION GROUND OIE AND FLAT STOCK 


PRECISION TOOL 


S — New No 255 Series Master Vernier Height? 
Gage Aveitabie i 12” and 18” SIZES. 


WACKSAWS HOLE SAWS BAND SAWS BAND KNIVES 
 —««~, 


“Visit the Starrett Exhibit in Booth 1214 ASTME Show.” 
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In The 
World of Sales 


Mark R. Woodward has been pro- 
moted to regional field sales manager, 
East Central Div., Master Builders Co., 
Cleveland. 


Samuel A. Leone has been appointed 
regional sales manager-direct _ sales, 
Colson Corp., Chicago. 


Irv Hammer has joined Avrick & Co., 
Inc., Long Island City, N. Y., as sales 
manager. He was formerly with Tension 
Envelope Co. 


William J. Jenkins has been advanced 
to sales manager, Bucket Div., Erie 
Strayer Co., Eric, Pa. 


Robert W. Little has been given the 
post of sales manager-rubber chemicals, 
Spencer H. Watkers was named assistant 
manager of sales service paper chemicals, 
and Donald Thompson was made man- 
ager of sales service paper chemicals, 
Hercules Powder Co., Wilmington, Del. 


David A, Pritchard was assigned the 
post of manager-sales, Wire and Cable 
Dept., General Electric Co., Bridgeport, 
Conn. 


P. D. Middleton was elected to the 
newly created post of vice president in 


charge of Eastern Hemisphere sales, 
Hupp International Div., Hupp Corp., 
Cleveland. 


Jack Gerber has taken the post of sales 
manager, industrial appliance wire prod- 
ucts, Essex Wire Corp., Fort Wayne, Ind. 


Ernest E. Randle has been elevated to 
district sales manager, Industrial Auto- 
motive Div., Black & Decker Mfg. Co., 
Towson, Md. 


James B. Carse has been appointed gen- 
eral sales manager, Clayton Mark & Co., 
Evanston, Ill. 


J. H. Herzog has joined W. P. Fuller & 
Co., Bay Area District, San Fancisco, as 
glass contract sales manager. He was 
with Soulé Steel Co. 


Leon Kantey has moved up to manager 
of the Philadelphia sales district, Fasson 
Products, division of Avery Adhesives 
Products, Inc., Painesville, Ohio. 


Silent nylon gears 
drive can opener 


Custom molded 
by CMPC 


APPLICATION: Gear train and base for new 
Sunbeam electric can opener. 


ADVANTAGES: Injection molded nylon 
gears deaden motor shaft sounds—operate 
smoothly and quietly. Nylon has high im- 
pact resistance and is self-lubricating. This 
permits high speed operation with little 
danger of heat build-up due to friction or 
lubricant failure. CMPC also injection 
molds the opener base, using Tyril®, a 
tough, stain-resistant plastic. 


Specify CMPC 


for over 40 years. 
CHICAGO MOLDED 


CMPC 
44 “ PRODUCTS CORPORATION 


1020-H N. KOLMAR AVE. CHICAGO 51, ILLINOIS 


custom plastic molders 
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P.A.s Urged to Operate as Money Managers 


New York—The 
agent must think of himself as 
a financial manager as well as 
a manager of men and materials, 
executives at an American Man- 
agement Assn. seminar here were 
told last week. 

The meeting, the first on gen- 
eral purchasing management 
sponsored by AMA’s new Pur- 
chasing Division, stressed the 
point that the P.A. must view his 
purchases of materials in much 
the same way as manufacturing 
management regards money spent 
on capital equipment. 

To carry out his new manage- 
ment function, the P.A. must 
learn more sophisticated manage- 
ment techniques such as materials 
management and inventory con- 
trol, develop better EDP report- 
ing and control systems tied in 
with other company executives, 
and expect closer performance 
evaluation by management. 

The 21 managers present at 
the conference held April 24-26 
represented a cross-section of in- 
dustry—from electronics manu- 
facturers to banks. Most were 
from medium and small opera- 
tions or divisions of multiplant 
companies. 

Co-chairmen of the seminar 
were Gailon Fordyce, assistant 
director of purchases for Ameri- 
can Cyanamid Corp. and presi- 
dent of the Purchasing Agents 
Assn. of New York, and Douglas 
V. Smith, consultant for purchas- 
ing education at General Electric. 

Both focused attention on the 
management skills involved in 
purchasing directors’ jobs, rather 
than the details of department 
operation. 

About half of the three-day 
meeting was spent in lecture 
orientation sessions, and in dis- 
cussion periods. Then the dele- 
gates split up into project groups 
to tackle particular problems, 
and to exchange ideas and ex- 
periences. The small sessions 
generated some lively discussions 
of current issues, such as con- 
flict-of-interest and antitrust laws. 

Seminar speakers provided 
background for the group proj- 
ects and focused attention on 
fundamental management issues. 
Fordyce analyzed two-way re- 
sponsibilities between top man- 
agement and purchasing, and also 


purchasing 


discussed negotiation’s impor- 
tance to profit improvement. 

F. Albert Hayes, PW _ con- 
sulting editor, brought his broad 
industrial purchasing experience 
to bear on problems of purchas- 
ing’s place in a company’s or- 
ganization. C. L. Hinton, con- 
tract administrator for Clark 
Brothers Co., a _ division of 
Dresser Industries, Inc., dealt 
with aspects of internal purchas- 
ing administration. 

The government procurement 
point of view was given to the 
group by Lt. Col. Robert H. 
Ammon, USAF, chief of the 
Contract Division of the New 


York Air Procurement District 
for the Air Force. He has the 
responsibility for $2.5-billion 
worth of contracting each year. 
Colonel! Ammon, on the basis of 
his experience with many sales 
and purchasing departments, has 
evolved a set of cost-analysis 
criteria he has found highly 
effective. 

D. V. Smith, seminar co-chair- 
man, discussed the concept of 
materials management. Need for 
purchasing liaison with marketing 
was documented in a wind-up 
talk by Edward R. Spears, presi- 
dent of Edward R. Spears Asso- 
ciates, Inc., of Boston. 


Defense Secretary McNamara Vows 
More Contracts for Small Business 


(Continued from page 1) 
This would mean an increase of 
$344-million of contracting. 

To meet the target, McNamara 
has set specified quotas for each 
service and major procurement 
agency to jack up the volume of 
small business awards. The pro- 
curement offices must then report 
monthly to McNamara’s office 
on the status of their efforts. 
Said McNamara: This will en- 
able him “to personally monitor” 
the progress. 

In response to senatorial ques- 
tioning, McNamara said he is 
also considering proposals (1) to 
“break apart” major weapons 
systems into components and to 
award several prime contracts 
for each component, and (2) to 
increase the rate of competitive 
advertised bidding as opposed to 
negotiated contracting. 

But McNamara had reserva- 
tions on both proposals. He 
called the first one “dangerous” 
because it could diffuse responsi- 
bilities among too many contract- 
ors, thus complicate the integra- 
tion of part designs. On the 
much-discussed advertised vs. 
negotiated contracting issue, he 
said there’s “confusion” over the 
extent of competition in military 
procurement. 

Army Secy. Elvis J. Stahr, Jr., 
amplifying McNamara’s remarks, 
said he has “directed” that all 
the service’s major primes “be 
urged to place as much subcon- 


tracting business as possible with 
small business firms and with 
both small and large firms lo- 
cated in labor surplus areas.” 

Air Force Secy Eugene Zucker 
spelled out similar plans. He 
also reported on small business 
participation in four projects. 

(1) F-105 Fighter-bomber 
plane has eight prime contractors 
with $1.1-billion worth of total 
orders—47.7% of which was 
subcontracted out, 18.5% to 
small business; (2) Ballistic Mis- 
sile Early Warning System has 
two major primes with $643-mil- 
lion worth of orders, 71.4% sub- 
contracted out, 21.2% to small 
business; (3) Minuteman ICBM 
has six large primes, $449-million 
worth of orders, 45% subcon- 
tracted, and 18.1% to small 
firms; (4) Titan ICBM has eight 
primes with $1-billion worth of 
orders, 48.6% subcontracted out 
to other companies, 27.9% to 
small business. These figures do 
not include other orders to small 
firms as subcontracts from major 
subcontractors. 

Navy Secy. John B. Connally, 
Jr., reported programs along 
similar lines to boost small busi- 
ness contracting. He said the 
Navy is stressing the “breaking- 
out” of components from large 
and complex systems for direct 
Navy purchase, said this will help 
small firms obtain prime con- 
tracts promote competition, and 
reduce prices. 


Item & Company 


INCREASES 


nitrate, crlt., 
fluoborate, erlt., 


Magnet wire, Phelps Dodge 


metric ton 


REDUCTIONS 


GE 


Silicon rectifiers, 


breakers, Kennametal 


Walker, per 1000 
4 
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Cadmium salts, ball anodes, Ib 
CS “EE ee rere 
ER a eal 5 Oa Ss odo 


Quebracho extract, ordinary gr., f.o.b. Buenos 


Distillate fuels, Mid-Cont., gal 
Gasoline, Esso, Md., W. Va., Del., dir. tnkwgn., gal..... 
Tool holders, Dial-A-Breaker with adjustable chip 


Gasoline, Esso, Carolinas, dlr. tnkwgn., 
Gasoline, Mobil, Wisc., dir. tnkwgn., gal 
Cadmium pigments, red, yellow, orange, May 15, Ib.... 
Electronic tube rectifier transformers, GE............ 


Aires, 
$20.00 
O1 


Gasoline, Esso, Mobil, up state N. Y., dlr. tnkwgn., gal. 
Molded carbide items, Kennametal 


Refractory brick, 9” high-duty & Semi-silica, Harbison- 


Reason 


metal hikes 
metal hikes 
metal hikes 
metal hikes 
metal hikes 
seasonal demand 
seasonal demand 
metal hikes 
incr. costs 

incr. costs 


$110.00 
17 


improved demand 


competition 
cost econs. 
high inventories 
competition 


competition 


Purchasing Week 


Philadelphia Antitrusters Ready | 


For New Inquiry 


Philadelphia — The Antitrust 
Div. office here is set for a new 
round of activity. This time the 
attack centers on price fixing in 
the chemical, electrical, and 
metal-working industries. 

First groups to come under 
scrutiny in the chemical field: 
caustic and alkali producers. In- 
dictments also will be sought 
against several individuals in each 
group. 

Antitrust lawyers are simul- 
taneously preparing cases which 
will be presented to the Federal 
District Grand Jury. One group 
of manufacturers at a time will be 
examined in a single field. 

Three Measures 

Meanwhile, three measures 
aimed at tighter antitrust enforce- 
ment got boosts this past week 
from the White House and the 
Dept. of Justice: 

By executive order President 
Kennedy directed all agencies 
that buy for the federal govern- 
ment to inform the Justice Dept. 
of instances of identical bidding 
on purchases of $10,000 or more. 
After analysis by the Justice 
Dept. for evidence of price fixing 
or bid rigging the data will be 
handed over to Congress and 
made public. 

Attorney General Robert F. 
Kennedy put the Administration 
behind two long-pending pieces 
of legislation—one forcing firms 
to notify the Justice Dept. in ad- 
vance of any merger that would 
result in a company with $10- 
million or more in assets, and 
another giving the department 


on Price Fixing 


power to subpoena information 
in civil antitrust investigations. 

The President’s order on iden- 
tical bid reporting came as the 
House began hearings on a bill 
by Rep. Wright Patman (D-Tex.) 
designed to do the same thing. 

Under the Kennedy order, the 
Attorney General is given great 
latitude to devise a practical sys- 
tem of reporting that will aid 
antitrust enforcement and not 
allow it to get bogged down. 

The aim of reporting identical 
bids is two-fold: to encourage 
competition by publicizing in- 
stances of identical bids, and to 
give the Justice Dept. leads for 
possible price fixing suits. 

The kind of price fixing con- 
victions that will be sought by the 
Justice Dept. was outlined by 
Attorney General Kennedy in a 
taped interview for the American 
Management Assn.’s pricing con- 
ference in New York. 

Identical catalog or published 
prices “are not a matter of great 
concern to us,” he said. In the 
heavy electrical equipment cases, 
he said, the Justice Dept.’s chief 
concern was not identical bidding 
so much as the fact that the 
companies “allocated” contracts 
among themselves. 

The Attorney General also 
made it clear that individuals 
would be a prime target of price 
fixing suits. A fine, he said, 
means “very little if anything to 
the company, so has no real 
effect.” He said he will ask the 
court to “move with vigor, with 
strength against those who are 
responsible.” 


Sperry Tells Gathering of Suppliers 


To Reduce Costs 


(Continued from page 1) 
that over $350-million worth of 
products and systems flowed from 
Sperry last year, and $150-mil- 
lion of this, or over 40% of 
receipts, went to suppliers. 

Frische warned, “The defense 
business today belongs to the 
strong, the swift, the flexible—as 
long as they are low-cost pro- 
ducers.” After assuring the ven- 
dors that Sperry wants them to 
reduce costs, not profits, Dr. 
Frische outlined four points for 
better contractor performance: 


®@ Meeting delivery schedules. 


®@ Meeting specifications of the 
purchase agreement. 


@Improving service and “ex- 
tras” when it is impossible to cut 
prices. 


@ Working with Sperry to find 
ways of further cutting costs. 

“We at Sperry want to hear 
about your cost reduction achieve- 
ments. Through our purchasing 
departments we want to know 
what you are accomplishing pres- 
ently, and what can be expected 
for the future,” the Sperry presi- 
dent concluded. 

Sperry is practicing what it 
preaches, said David Framm, 
value analysis administrator. 
Framm told the suppliers that the 
company is aiming for reductions 
in cost of 30% to 40%, and he 
cited several examples of how 
value analysis whittled down 
costs. He stressed that some of 
the best cost-cutting suggestions 


and Charge Less 


come from suppliers, if they are 
conscientious in value analysis. 

E. M. Brown, vice-president, 
administration, spelled out the 
company’s program for chopping 
internal costs. He said that 
Sperry has attacked head on 
“every area of indirect costs, no 
matter how habitual, how sensi- 
tive or how untouchable.” Ex- 
amples: Full scale use of EDP for 
inventory control, introduction of 
a ratio delay system in cutting 
nonproductive factory time, and 
strict austerity in expense ac- 
counts. 

“We must have your whole- 
hearted cooperation and partici- 
pation in the introduction and 
enforcement of similar intensified 
cost reduction programs on your 
part,” said Brown. 


WHERE-TO-BUY 

National purchasing section f new 
equipment, services and me 

SPACE UNITS: 1-6 inches 

RATES: $20.70 per advertising inch 
insertion Contract 
Subject agency 
cash discount 


per 
rates on request 


and 2% 


commission 


For 
Immediate Shipment 


SHELF VULCANIZED FIBRE 
Fishpaper 


STOCK 
Bakelite 
SHEETS — RODS — TUBES 


Fastest Service In the USA 
FIBRE & BAKELITE WASHERS 


(Send for Comprehensive Price List) 


PENN FIBRE & SPECIALTY CO., 
INC. 
2020 E. PES... St., Phila 34, Pa. 
Phone REgent 9-4862 or 9-5642 
WILLIAM K. DAVIS, VP 


(Continued from page 1) 
more than 3% per year over the 
next four years. This is sub- 
stantially below the 6% or so 
rate of the past decade. 


@Sales Upturn—Manufactur- 
ing companies expect unit sales 
to rise 3% this year, and another 
20% by 1964. The expected rise 
in sales over three years ahead 
is double the planned increase 
in capacity. 

Thus, if sales expectations ma- 
terialize, operating rates would 
be close to preferred levels. In 
some industries, a need for new 
expansion programs would arise 
by 1963 and 1964. The survey 
shows that advance capital 
spending plans for 1962-64 al- 
ready are almost as high as 
1961’s planned expenditures. 


@R & D Surge—American in- 
dustry is continuing its emphasis 
on research and new product de- 
velopment programs. R & D 
performed by industry will 
amount to $10.5-billion this year. 
By 1964, it will hit $11.7-bil- 
lion—20% above current levels. 


@ New Product Boom—These 
R & D efforts will assure a con- 
tinuing flow of new products and 
new processes. Manufacturers es- 
timate, for example, that 14% 
of their 1964 sales will be in new 
products. (See Purchasing Per- 
spective for details.) 


® Adequate Financing — The 
flow of funds from depreciation 
will rise 8% this year and an- 
other 16% by 1964. Cash flow— 
depreciation plus retained earn- 
ings—is expected to increase 9% 
this year. 

An _ industry-by-industry run- 
down of what’s ahead is given in 
the accompanying table. Note 
that the petroleum industry will 
be the largest single spender in 
the manufacturing area. Present 
plans indicate expenditures of 


€2.85-billion this year and an 
almost equal amount through 
1964. 


Steel Still Investing 


Despite an operating rate of 
only about 50% of capacity at 
the end of 1960, the steel in- 
dustry plans to continue invest- 
ing over $1-billion in each of the 
next four years. Machinery and 
auto companies also are in the 
same boat—despite overcapac- 
ity, they’re both planning $1-bil- 
lion a year expenditures between 
now and 1964. 

The chemical industry, which 
is spending $1.66-billion — this 
year, is planning to spend nearly 
the same amount in 1962 and 
1963, and plans for 1964 are 
already higher than 1961. 

In the nonmanufacturing in- 
dustries, electric and gas utilities 
are spending over $6-million this 
year (close to the record spent in 
1957) and have plans very close 
to this level for the next three 
years. 

Commerical companies plan to 
spend a record $8.6-billion this 
year, reflecting a continued up- 


swing in construction of new 
shopping centers, warehouses, 


office buildings and other service 
establishments. But plans taper 
off after this year. 

The major factor behind these 
huge outlays is the need to mod- 
ernize—rather than any desire 
for expansion. The drive to up- 
date obsolete and worn out fa- 
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Recovery Adds|mpetustoCapital SpendingPlans 


How Industry Will Spend 
(Billions of Dollars) 
Industry Actual Planned % Change Preliminary Plans 
1960 1961 1960-1961 1962 1963 1964 
All Manufacturing $14.48 $14.09 — 3% $13.92 $13.60 $13.71 
Iron & steel 1.60 1.18 26 1.33 1.04 1.12 
Nonferrous metals 31 31 0 35 4) 46 
Machinery 10 1.14 4 1.09 Mi 1.13 
Elec. machinery 73 8 66 62 62 
Autos, trucks & 
parts 89 1.01 14 1.00 3.16 1.03 
Transport. equip 42 .40 5 33 30 28 
Fabric. metals 95 72 —24 75 81 79 
Chemicals 1.60 1.66 + 4 1.58 1.60 1.74 
Paper & pulp 75 68 9 60 61 62 
Rubber . .23 22 6 23 24 24 
Stone, clay & glass 62 59 5 55 55 53 
Petroleum & coal 2.64 2.85 + 8 2.88 2.82 2.88 
Food & beverages 92 209 + 8 97 85 85 
Textiles . ‘ 53 39 —26 37 36 3% 
Miscellaneous . 1.24 1.22 -2 1.23 1.12 1.06 
Mining "9 1.03 + 4 94 88 9 
Railroads 1.03 69 —33 72 71 73 
Other trans. & 
communic. 5.07 4.80 — 5 4.56 4.44 4.84 
Electric & gas 5.68 6.13 8 5.74 5.82 5.92 
Commercial . 8.44 8.61 + 2 8.27 7.61 7.23 
Total . 35.69 35.35 1 34.15 33.06 33.34 
Source: McGraw-Hill Department of Economics. 
cilities is so urgent that manu-jonly factor behind these sur- 


factures are now allocating 70% 
of their funds for this purpose. 
A decade ago only about 50% 
went for this purpose. 

Moreover, there are plenty of 
signs that this modernization 
drive is a long-term affair. Thus, 
the survey notes that industry 
will devote about two thirds of 
its investment to this purpose in 
the years 1962-1964. 

In only one area, chemicals, 
is the proportion going for ex- 
pansion in the years covered by 
this survey above 50%. But this 
is to be expected since the chem- 
ical industry (which includes 
plastics) is one of the nation’s 
major growth industries. 


Emphasis on Machinery 


The over-all trend toward 
modernization is also reflected by 
growing emphasis on machinery 
purchases. Manufactures plan to 
devote only 15.8% of this year’s 
investment to buildings, 2.4% to 
motor vehicles and 81.8% to 
other equipment and machinery. 
Only commercial companies 
plant to spend more than half 
of their total investment for con- 
struction. 

But modernization 


isn’t the 


prisingly high capital spending 
plans. Expectations of higher 
sales also play a dominant role. 

Here’s a rundown on some of 
the increases over 1960 levels 
anticipated for 1961 and 1964: 


% Change Over 


1960 
Industry In 1961 In 1964 
eee 1 W 
Nonferrous metals. . 3 26 
Nonelec. mach. .. 3 27 
Glec. mach. ....... 3 23 
Autos, trucks ...... —7 21 
Transp. equip. .... 7 14 
Fabricated metals 5 27 
Stone, clay, glass. . 2 24 
Chemicals ee ome 4 26 
Paper & pulp...... 1 16 


On the average, manufactur- 
ers anticipate sales will increase 
20% between 1961 and 1964. 
Nonferrous metals, machinery, 
autos, fabricated metals, chem- 
icals, and stone, clay and glass 
all expect to exceed the 20% 
manufacturing average. 

The government’s new pro- 
posal for tax credits may also 
prove a potent force in future 
capital spending. For past 
McGraw-Hill surveys have re- 
vealed that nearly half the re- 
porting companies would in- 
crease plant and equipment 
expenditures if depreciation rules 
were eased. 


L-O-F Unites Purchasing-Traffic | 


(Continued from page 1) 
ber of L-O-F’s Technical Policy 
Committee and will take over 
chairmanship of the Fuels Com- 
mittee. 

The new director told PurR- 
CHASING WEEK that strong cen- 
tral control was needed to achieve 
maximum cost reduction in pur- 
chasing and traffic. “We found 
we needed better coordination of 
traffic and procurement,” said 
MacNichol. “Often before, one 
hand didn’t know what the other 
was doing.” 

The new director will be re- 
sponsible for buying raw ma- 
terials and supplies, and in-and 
outbound traffic and transporta- 
tion. These activities also come 
under L-O-F’s formalized cost 
Saving program. “It’s a_ cost 
oriented job,” said MacNichol. 
“We are very conscious of cost.” 

Purchasing at L-O-F sits on 
the Materials Committee along 


with factory management, re- 
search and development, and 
quality control men. The pur- 


chasing department’s responsi- 
bility is to see that the quality of 
incoming materials is up to 
standard, to help prepare spec- 
ifications and methods of testing, 


and to see that vendors under- 
stand the quality standards of 
the company. 

MacNichol has been plant 
manager of several of L-O-F’s 
factories, and was appointed 
assistant to the executive vice 
president and member of the 
Production Policy and Materials 
Committes in 1956. He is the 
fifth generation of his family to be 
associated with the glass indus- 
try. His father, George P. Mac- 
Nichol, Jr., is president of L- 
O-F. 


ICC Slates Conference 


Washington — The Interstate 
Commerce Commission has 
scheduled a conference for May 8 
to lay the ground rules for its in- 
vestigation into the problem of 
accidents between tank trucks 
and railroads at rail-highway 
crossings. 

ICC Chairman Everett Hutch- 
inson has promised Chairman 
Warren G. Magnuson of the 
Senate Commerce Committee 
that the inquiry will be handled 
expeditiously. The commission 


Late 


sion doldrums in March. 


since 1957. 


Wilmington, Del. 


27¢/I\b. 


Syracuse, N. Y. 


their annual meeting. 


the Pacific Coast and Hawaii. 


News in 


Machine Tool Orders Hit Four-Year High 

Washington—Machine tool orders shook off of their reces- 
Total net billings for metal cutting 
and forming tools were $69.55-million, according to the Na- 
tional Machine Tool Builders Assn. 
the $46.4-million in orders reported in February and the best 


Brief 


This was 49.9% ahead of 


DuPont to Build Plastics Plant 


DuPont Co. 
dollar plant at Orange, Tex., to produce high-pressure polyethyl- 
ene and a new product, “Elvax” vinyl resin. 
in limited quantities, Elvax is priced at 55¢/lb. in truck- 
load quantities, but DuPont expects full commercial production 
will make blends of wax and the new vinyl available at 22¢- 


will build a multimillion- 


Now produced 


Cordiner Gets Vote of Confidence 


General Electric stockholders gave Chair- 
man Ralph Cordiner an overwhelming display of confidence at 
Antimanagement proposals were voted 
down, including one calling for an investigation into whether 
Cordiner and the Board had known and approved of price 
fixing and bid rigging by subordinates. 


FMB Rejects Rate Hike 


Washington—The Federal Maritime Board turned thumbs 
down on a proposed 10% increase in rates proposed by Matson 
Navigation Co. on general commodities in cargo vans between 
The FMB also ordered that the 
proposed increases be investigated as part of an over-all probe 
into higher rates between the mainland and Hawaii. 


(Continued from page 1) 
Co. and Ingersoll-Rand Corp. 

The study is divided into two 
sections, one covering large out- 
door oil and air circuit breakers, 
metal-clad power switch-gear as- 
semblies, power switching equip- 
ment, and power transformers. 
The other section covers steam 
condensors and steam turbine 
generators. Ingersoll-Rand par- 
ticipated only in the steam con- 
densor portion of the study. 

General conclusions of the 
study which used 1954 as a base 
year for comparative purposes, 
were: 


@ Electrical vs. nonelectrical 
equipment prices. During the 


1954-59 period, electrical equip- 
ment prices were less than those 
for all types of nonelectrical 
equipment until the third quarter 
of 1956 when they moved ahead 
of miscellaneous machinery and 
equipment prices. However, for 
the rest of the period they re- 
mained well below prices of the 
other three types—construction, 
metal working, and general pur- 
pose machinery and equipment. 


® Electrical equipment prices 
vs. utility costs for construction 
and nonelectrical equipment and 
for labor. Electrical equipment 
prices stayed below the other in- 
dexes during the entire period 
and by 1959 had risen 15.1% 
compared with increases of 
25.3% and 28.7% in the other 
two price categories. 


@ Labor and material costs of 
the electrical equipment manu- 
facturers vs. prices of the equip. 
ment. The 15.1% price rise of 
electrical equipment between 


ordered the investigation Feb. 6. 


Purchasina Week 


1954 and 1959 compared with 


Electrical Equipment Firms Launch 
Counterattack Against Rig Charges 


increases of 28.6% in man- 
power costs and 18.9% in ma- 
terial costs. 

The study also said land steam 
condensor prices during the pe- 
riod generally were below utility 
construction, nonelectrical equip- 
ment and labor price indices, 
while steam turbine generator 
prices generally were higher. 
Allis-Chalmers said the higher 
prices of steam turbines were due 
to rapid advance of turbine tech- 
nology during the 1954-59 pe- 
riod, which tended to increase 
costs by inhibiting standardiza- 
tion. 


New Zinc-Coated Steel 
Is Developed by Armco 


(Continued from page 1) 
marked Zincgrip A, Paintgrip, is 
chemically treated for maximum 
paintability. It is said to be the 
first spangle-free hot-dipped zinc- 
coated steel to carry a 1.25-o0z. 
class coating. Welding character- 
istics of the steel are said to be 
substantially better than regular 
galvanized. 

For applications not requiring 
maximum paintability, the spe- 
cial chemical coating can be 
eliminated. The untreated sheet, 
designated Zincgrip A, is also 
spangle-free, but its paintability 
is less than that of the Paintgrip 
sheet. 

Coils and cut lengths of the 
new steel are available with three 
to four week delivery times in 
gages 16 through 24 and widths 
up to 36 or 48 in., depending on 
the gage. 

Zincgrip A will sell at the base 
price of $7.17% per 100 Ib., 
while Zincgrip A, Paintgrfp will 
be priced at $10.17'2 per 100 Ib. 
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Whatever shape of rubber part you need, Garlock 
will produce it most economically and to your 
exact requirements. 


Unmatched facilities enable Garlock to mold, 
extrude, or die-cut rubber to your specifica- 
tion, ranging from the simplest, more stand- 
ard shapes and sizes to the closest tolerances 
and most intricate pieces possible. Experience 
in mixing, curing, and finishing of different 
types of rubbers—combined with rigid Gar- 
lock quality control and test standards— 
gives you a rubber part that will do what it 
was designed to do. 


Save money with existing molds and dies. 
Over the years, Garlock has accumulated 
thousands of molds and dies. When you place 
an order for rubber parts, this stock is 
checked to see if your specifications can be 


ENGIN EERED filled from an existing tool; if so, cost of new 


molds or dies is eliminated, resulting in a 

savings to you. On the other hand, where 

RUBB ER new die or mold designs are necessary, your 

Garlock representative will ask for a sketch 

! PARTS or detailed drawing of the part. At your 
request, Garlock will furnish prototypes 

from the new die or mold for your approval. 


Wide choice of rubbers to select from. No two 
rubbers react alike to the same conditions— 
work with your Garlock rubber specialist in 
picking the right one. Garlock offers a com- 
plete line of natural, synthetic and specialty 
rubbers, one of which is best suited to your 
application. Call your Garlock representative 
at the nearest of the 26 Garlock sales offices 
and warehouses near you. Or, write for Cata- 
log AD-167. Garlock Inc., Palmyra, N. Y. 


Canadian Div.: Garlock of Canada Ltd, 
Plastics Div.: United States Gasket Company 


Order from the Garlock 2,000 ... two thousand 
different styles of Packings, Gaskets, Seals, 
Molded and Extruded Rubber, Plastic 
Products. 
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DESIGN 


NOTES 


Design Advantages 


The CRS Seal now provides a new level of 
C/R Seal performance through its simple, 
bonded design. There are no internal parts 
to misalign, no avenues for internal leak- 
age. The shell and sealing member are 
integral — bonded securely for the long 
life of the seal. The CRS Seal incorporates 
a sealing member with both improved lip 
configuration and improved concentricity. 
The sealing member has been strengthened 
over former designs by placing more ma- 
terial at points of major flex and wear — 
and without increased shaft loading. 


Designer Advantages 


The CRS Seal gives the designer one, basic, 
rugged shaft seal design which may be ap- 
plied with high reliability to the great ma- 
jority of common shaft seal applications 
— particularly in industrial, automotive, 
farm, and off-the-road equipment. 


Four basic design variations are available. 
As you can see, these provide an auxiliary 
sealing lip, where it may be required, or 
provide extra rugged shell construction 
where conditions suggest the need to pro- 
tect the seal lip against assembly damage 
— or where large, heavy-duty shafts are 
being sealed. 


C/R offers 
new bonded 

CRS Seal design 

in standard sizes 

— without premium 

tooling charges 


CRSH-A 


Selection of the new C/R Type CRS Seal 
gives the designer and buyer major advan- 
tages over special seals: shorter lead time 
on orders, simpler specification, savings in 
time and money, and improved assembly 
quality and reliability. 


Operating Maximums* 


Shaft Speeds 3600 fpm (single lip) 
2500 fpm (double lip) 


Run-out .016” TIR dynamic 
eccentricity 

.010” static eccentricity 
Temperature — 30 to +275°F. 

(225°F. in EP lube) 
Pressure 5 psi (single lip) 

10 psi (double lip) 
Media Oil, grease, fuel, water 


*Not all conditions present in one application 


New, Improved Compound 


Standard sealing members for the C/R 
Type CRS Seal are molded of a new Sir- 
vene synthetic rubber compound having 
markedly superior sealing and wearing 
properties. It is a Buna-N-based material 
with low-friction characteristics. The CRS 
Seal can also be furnished in the usual 
special materials such as acrylates, Sili- 


cones, and butyls. Shells are of standard 
steel, but can be provided in corrosion- 
resistant materials on special order. 


Consult C/R Engineers 


For assistance on the application of the 
new CRS —or on any oil seal problem, 
get in touch with C/R Oil Seal Engineers. 
They’re specialists in fluid sealing — and 
will gladly cooperate with you. 


For More Design Data: 


You will want the complete design data 
on the new CRS Seal. Write for our Bul- 
letin CRS-100. It gives you the complete 
list of standard sizes, widths, O.D.’s, shell 
thicknesses and sealing lip heights. You 
will want it to compare and then specify 
C/R’s CRS Seal. 


CHICAGO RAWHIDE 
MANUFACTURING COMPANY 


1299 Elston Avenue °* Chicago 22, Illinois 
Offices in principal cities 
See your telephone directory 


In Canada: Chicago Rawhide Mfg. Co. of Canada, Ltd., 
Brantford, Ontario 


Export Sales: Geon International Corp., 
Great Neck, New York 


